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Is your life insurance 


still based on 1941 prices? 


Have you figured out—lately—if your life 
insurance could really take over for fou? Doesn’t 
the security you planned for your family, say 11 
years ago, look pretty thin in the face of 1952 prices? 


It may be easier than you think to bring your life 
insurance into line with today’s living costs. 


The premium rates of many New England 
Mutual policies are actually lower now than they 
were 1] years ago, and the investment at your 
present age may be less than you might expect, 
for New England Mutual’s liberal dividends keep 
your costs at a minimum. For example, $17,000,000 
—or nearly 15% of the company’s total premium 
income last year—has been set aside to be returned 
to policyholders in 1952! 


Let a carefully trained New England Mutual 
career underwriter show you how to get more out 
of your life insurance, and how you can make it 
meet today’s cost of living. 


If you’re like most men, your life insurance is your 
family’s most valuable financial asset. It’s only plain 
good sense to know as much about it as possible. We'll 
be glad to send you, FREE, a copy of 

YOUR LIFE INSURANCE GUIDE. Writ- 

ten in simple, understandable language, 

it gives you a wealth of practical informa- 

tion about the various types of policies, 

and the advantages they offer. Write the 

company today, Box 333-T, Boston 17, 
Massachusetts. 


m NEW ENGLAND MUTUAL 


Life Insurance Company of Boston 


id , THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA—1835 
This national ad is currently appearing in the Saturday Evening Post, Time, and Newsweek 
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Andy M. always knows the Winning Play 


Not every call is a sale, of course. But his friends say Andy M. 
has an uncanny knack for lining up people in a pattern that 
brings them happiness and peace of mind. 

_ Like getting the Turners started on the program that paid 
off their mortgage ...or helping Joe Ferguson to carry on 
the business after his partner died...or letting old Mrs. 
McGrath finish out her days in dignity and comfort. 

But Andy knows that selecting the winning combination 
isn’t just a knack— 

It’s the result of his own earnest study of his profession 
over a period of years...of a willingness to go “all out” 
to serve his clients. 

Naturally, the financial rewards are substantial. But in 
Andy’s eyes, a big “plus” in his career is the respect he 
earns from his fellow citizens, the gratitude of his friends, 
and the knowledge that he is rendering a valuable service to 
his community as a representative of The Equitable Life 
Assurance Society. 


LISTEN TO “THIS IS YOUR FBI”... official crime-prevention 
broadcasts from the files of the Federal Bureau of Investi- 
gation...another public-service contribution sponsored in 
his community by The Equitable Society Representative. 


EVERY FRIDAY NIGHT - ABC NETWORK 


One of a series of advertisements illustrating 
how a representative of The Equitable Life 
Assurance Society serves his community by 
selling life insurance. 





THOMAS |. PARKINSON, President 
393 Seventh Avenue, New York I, N. Y. 
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Dismiss Petition 
of ClO to Organize 
State Farm Agents 


NLRB Finds California 
Representatives True 
Independent Contractors 


NLRB has ruled that agents of the 
State Farm companies are independent 
contractors and not subject to national 
labor relations act. The ruling also dis- 
misses a petition of the Insurance and 
Allied Workers Organizing Committee- 


CIO for certification as organizing 
agent for the companies’ California 
agents. 

The IAWOC-CIO_ became active 


among State Farm’s California agents in 
the summer of 1951. Late in the year, 
the union requested recognition as bar- 
gaining agent. When the companies de- 
clined, the matter was referred to the 
San Francisco office of NLRB, and was 
the subject of a hearing in January. 

At the hearing, the companies question- 
ed the applicability of the national labor 
relations act to State Farm agents. The 
agents’ status as independent business 
men was supported by evidence as to 
their contractual relationships with the 
company and the freedom of action which 
they enjoy. 


Excerpts from Decision 


Subsequent to the hearing, the record 
and the companies’ brief were forwarded 
to NLRB in Washington. The board 
issued its decision March 20, 1952. Fol- 
lowing are decision excerpts: 

“The companies write various kinds 
of insurance in the United States and 
The companies’ district man- 
agers recruit the local agents sought by 
the petitioners, and recommend their 
appointment to the state agents, who sign 
the contracts of appointment subject to 
approval by the companies. Approxi- 
mately 408 local agents, some of whom 
do not represent all three companies, 
write and service the companies’ insur- 
ance policies. 

“Agents’ contracts of appointment are 
subject to such changes as the companies 
may promulgate and may be terminated at 
any time by the companies or the agents. 
Agents do not receive a minimum salary 
or guarantee but are compensated on a 
commission, service fee and bonus basis. 
Commissions are based upon the amount 
of insurance written; fees for handling 
policyholders’ losses. are based upon a 
Percentage of premiums collected; and 
bonuses are paid on the amount of quali- 
fying insurance in force over a period of 
time. The companies advance funds to 
new agents if necessary until business de- 
velops and commissions earned offset the 
tunds advanced. Under state law the life 
insurance company pays the state license 
fee for its agents while the agents them- 
selves pay the licensing fees for automo- 
hile. fire and casualty insurance. 

“The automobile and life insurance 
contracts of appointment specify that the 
duties of agents are to solicit and secure 
applications for insurance on a “quality 
hasis” in accordance with companv rules: 
to deliver nolicies: to secure membership 
fees, initial premiums, and applications 
for reinstatement of insurance; to use 
their best effort to keep in force existing 
policies: to service the policvholders; to 
make reports as reauired and to investi- 

(CONTINUED ON PAGE 7) 


Devitt Tosses His 
Sombrero in Ring 


Having had the endorsement of the 
Colorado state association in his pocket 
for some time, 
Frank H. Devitt, 
home office agency 
manager at Denver 
for Capitol Life, 
has announced his 
candidacy for Na- 
tional Assn. of Life 
Underwriters trus- 
tee. He had been 
withholding 
announce - 
ment of his candi- 
dacy to find out 
where the present 
trustee from _ his 
region, Elmer 
Moore, Wichita, stood, but Mr. Moore 
has decided that he will not run again. 

Mr. Devitt is past president of both 
the Denver association and of the Colo- 
rado association. For the last two years 
he has been general chairman of the 
state sales congress. 


39-Year Veteran 


He has been in the business since 
1913 when he joined Equitable Society 
in New York City. After service dur- 
ing the first world war as a flyer with 
the French, he returned to Equitable, 
becoming manager for that company in 
New York City in 1919. He moved to 
Denver in 1939 to take his present post. 
He is a director of the general agents 
and managers conference of N. A. Bat: 


Frank H. Devitt 





Shanks, Woodward 
Testify on Credit 


In his appearance before the subcom- 
mittee on general credit control and 
debt management of the joint congres- 
sional committee on the economic re- 
port, Carrol M. Shanks, president of 
Prudential, said that since March of last 
year federal reserve and Treasury offi- 
cials through a regular discussion of 
mutual problems have developed a new 
relationship which has not required the 
surrender of principles of either agency. 
Hence he concluded in his testimony 
that there is no need for any legislation 
at this time to make federal reserve and 
Treasury monetary and credit policies 
generally consistent. He indicated that 
if it should become clear that legisla- 
tion is required, his preference would be 
for action along the lines of a congres- 
sional directive containing general in- 
structions regarding objectives of mone- 
tary and debt-management policies. 


Woodward’s Views 


Testifying a few ng later before the 
same group, Donald B. Woodward, sec- 
ond vice-president of Mutual Life, said 
it is imperative that a central monetary 
complex be created in which the 
federal reserve system, the Treasury 
and the vast government credit systems 
can be better organized. He said that 
indeed it can scarcely be said that this 
important complex is organized at all 
and segments of it often work at cross- 
purposes. He indicated that this com- 
plex should consciously rely to the 
greatest possible degree upon the mar- 
ketplace to do as much of its work as 





possible. He said it cannot operate suc- 
cessfully by rote, formula or trick 
gadgets. He indicated a great require- 


ment for the central monetary complex 
is men and women of the highest com- 
petence and he said the maltreatment of 
men in public office, the inadequate 
compensation, the abuse and_ vilifica- 
tion of them is a great threat to the 
public welfare. 





INDUSTRY-BY-AREA 


WSB Liberal on 
Exceeding Review 
Criteria Provisions 


The wage stabilization board is tak- 
ing a liberal attitude on employe wel- 
fare plans that exceed the WSB re- 
view criteria, provided they do not go 
to obviously unreasonable lengths, ac- 
cording to insurers in this field. 

This liberality has been particularly 
noticeable with plans decided upon 
through negotiation between employer 
and union. In general, the WSB atti- 
tude seems to be one of permitting 
reasonably and uniformly liberal plans 
for each industry in a given area. Thus, 
one decision on a case resulting from 
union negotiation may unblock 60 or 
70 pending cases in the same industry 
in that area. 

Avoids National Pattern 


This industry-by-area 
cedure permits the review criteria to 
be exceeded, yet avoids the ‘national 
pattern” of benefits that the industry 
members of the tripartite WSB panel 
so vigorously opposed. It allows bene- 
fits to be set up that reflect local hos- 
pital charges and wage rates. 

The WSB staff seems to be exhibit- 
ing no tendency whatever to take a 
technical attitude about processing these 
plans but is clearly trying to take a 
realistic view. 





plan of pro- 


Mutual Life has loaned $4.5 million, 
and Pacific Mutual Life $1.5 million to 
Leslie Salt Co. at 4%, payable in 1967. 


LATE NEWS 


Metropolitan has advanced Malvin E. 
Davis and Reinhard A. Hohaus from 
the rank of actuary to vice-president 
and actuary. 








Program has been completed for the 
annual meeting of Home Office Life 
Underwriters Assn. April 21-23 at New 
York. The opening morning is the busi- 
ness session with addresses on non- 
medical and A. & H. in the afternoon. 
Tuesday morning’s general discussion 
will cover war problems, pensions, sub- 
standard extras and aviation. The final 
morning will be devoted to occupational 
papers on the stone, steel and plastics 
industries. The afternoon will feature 
an industrial session. 


Copies of the WSB pension applica- 
tion have been released to regional 
boards for processing plans filed under 
regulation 6. None will be used for 
filing purposes on new plans for some 
10 days. The board has not decided how 
to treat pension plans that include life 
insurance. 


Northeastern Life of New York is 
in the process of organization by Scan- 
dinavian interests. Among the incor- 
porators are Alfred C. Bennett, for 
many years in the New York depart- 
ment liquidation bureau as counsel to 
the insurance superintendent, and 
Harvey Weeks, a retired vice-president 
of Central Hanover Bank & Trust Co., 
of New York, insurance trust expert. 


Chicago Actuarial Club and Chicago 
Home Office Life Underwriters Assn. 
in a_ joint meeting April 2 will hear 
H. K. Nickell, Connecticut General and 
Dan A. Kaufman, general agent North- 
western Mutual. 


Thomas H. Heneage, 65, veteran Chi- 
cago producer for Equitable Society, 
died at St. Luke’s hospital in Chicago. 


Brower Defends Use 
of Term Against 
Intemperafe Attack 


Like the Chevrolet, 

It Meets the Needs 

of Buyers, He Avers 
Ill-considered and intemperate at- 


tacks against term insurance by persons 
in life insurance have created a strange 


situation where a segment of the in- 
dustry is attacking itself and one of 
its key products, 


President H. W. 
Brower told mem- 
bers of the Top 
Club of Occidental 
Life of California 
in convention § at 
White Sulphur 
Springs this week. 

Mr. rower 
stressed the _ fal- 
lacy of comparing 
policy plans in the 
abstract and made 
clear that only a 
measuring of pol- 
icy benefits against 
the needs of a specific buyer provides an 
adequate yardstick for comparing policy 
plans. 

“We believe neither in term insurance 
to the exclusion of other plans nor in 
any other plan as such,” he declared. 
“For the great truth overlooked by both 
the term critics and their opposites is 
that no plan of insurance is good or bad 
in itself. It is good or bad only as it 
meets or fails to meet the needs of the 
buyer and owner. 

“We believe in whatever sound plan 
best suits the needs of the individual 
you are serving. We believe—and have 
acted accordingly in our agents’ con- 
tracts—that you should be paid as well 
for writing one type of contract as an- 
other. This is why we offer the broad- 
est choice of policy contracts in the 
business and the most flexible arrange- 
ments for fitting them to the insured’s 
needs.” 


Damned for What It Isn’t 


Most of the ‘criticisms directed at 
term insurance are an attempt to damn 
if for what it is not, Mr. Brower said. 
“Could you imagine for a moment Gen- 
eral Motors sneering at or condemning 
Chevrolets because they aren’t Cadil- 
lacs? Do you hear Santa Fe Railroad 
telling people they shouldn’t travel on 
coach trains because they aren’t as 
good as the Super Chief and the Chief? 
Do Armour or Swift or Cudahy ever 
suggest that you shouldn’t buy their 
wieners because they aren’t as good as 
steaks? Of course not. But something 
very like this is being done in the life 
insurance business today. 

“When you damn term insurance you 
damn the very element that is the core 
of our business—its central idea. Using 
extremes to illustrate, if you took all 
the investment element out of all poli- 
cies we'd still have something unique to 
sell, protection. No one _ else—banks, 
investment trusts or building and loan 
associations—could compete. Now try 
the reverse. Take the protection out of 
life insurance and you have left just an- 
other investment—one of the best if not 
the best, but still just another invest- 
ment competing for favor. 

“It makes no more sense that the 

(CONTINUED ON PAGE 8) 
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for Actuaries Meeting 


Society of Actuaries has announced 
the program for its meeting to be held 
at the Mayflower hotel, Washington, 
D. C., April 24-25. The meeting will 
open Thursday morning with informal 
discussion of topics I and II listed in 
the program that follows. After lunch- 
eon, topics III, IV and V will be dis- 
cussed. The business meeting will be 
the following day after which there will 
be a special presentation and discussion 
of adaptations of electronic machines to 
life insurance operations. 

Topics for informal 
the following: 


discussion are 


I. Annual Statement 


A. What general problems, if any, 
arose in preparing the annual statement 
on the new form? oe 
3. Are the purposes served by the 
requirement to report both incurred and 
cash entries of sufficient importance to 
warrant the work required to convert 
from one basis to the other? 

Cc. What problems have arisen as a 
result of the requirement that the net 
capital gain or loss of the year be split 
between “realized” and “unrealized’’? 
What criteria have been adopted for 
arriving at the separation? 

D. What effect will the continued 
requirement of a security valuation re- 
serve as prescribed by the National 
Assn, of Insurance Commissioners have 
on such matters as dividend apportion- 
ment and reserve strengthening? 


If, Underwriting 

A. Have any recent investigations of 
mortality by build indicated change in 
the relative mortality experienced ac- 
cording to degree of overweight or 
underweight, age, height, or sex? 

B. Is the basic improvement in mor- 


tality resulting in a change in the 
relationship between standard and sub- 
standard classes — particularly blood 


pressure and overweight? 

C. Should any new investigations of 
mortality by build and blood pressure 
follow the same pattern as previous 
intercompany studies? If not, what 
points should be considered? 

. In the light of events since arm- 
istice negotiations began in Korea, what 
are the reasons for any change, or 
absence of change, in the underwriting 
viewpoint on questions of war risks? 


III. Group Insurance 


A. What has been the recent claim 
experience in the different lines of group 
accident and health insurance? What are 
the reasons for any apparent trends? 

B. What criteria may be employed 
in developing reductions or increases in 
renewal premium rates for group insur- 
ances as a result of experience? To what 
extent are they reducible to mathe- 
matical formula? 

What are the advantages and dis- 
advantages of approaching the group 
coverage of hospital, surgical and 
medical expense of major amount with 
a schedule of benefits rather than with- 
out such a_ schedule? What are the 
recent developments in this field of 
“group catastrophe” insurance? What 
has been the experience as to its sala- 
bility? 

D. To what extent is the total and 
permanent disability income clause being 
offered in new group life policies cur- 
rently issued? What terms and condi- 
tions are included in clauses being 
offered? 


IV. Retirement Plans 


A. Proposals have recently been ad- 
vanced for retirement plans under which 


the annuity benefits payable to the 
individual will be variable and will 
depend, among other things, on the 


investment experience of a fund con- 
sisting primarily of equity investments. 
(1) What are the advantages and dis- 
advantages of such a plan for an em- 
ployer who is considering its adoption 
as a supplement to a basic retirement 
plan providing guaranteed annuity bene- 
fits to employes? (2) What are the 
advantages and disadvantages to the 
employe? Would proposals for the plan 
be likely to prove generally popular 
among employes? (3) Is the plan suit- 
able to annuity contracts purchased by 
individuals on their own lives? (4) Do 
the proposals suggest a worthwhile field 
into which insurance companies should 
enter, provided that enabling legislation 
could be obtained? 

B. A recently introduced type of group 
annuity contract provides for the accu- 
mulation of a fund at the investment 
earnings rate of the insurance company 
(or a rate related there to), the deduc- 
tion of actual expenses, and full recog- 
nition in the fund of the mortality 
experience of retired employes. When the 
fund becomes reduced to an amount 
corresponding to the sum required to 
cover outstanding retirements based 
upon a guaranteed scale of immediate 
annuity rates, annuity payments are 
made and surplus is distributed as under 


a conventional group annuity contract. 
What are the advantages and disadvan- 
tages of this type of contract to (a) the 
insurance company, (b) the employer, 
and (c) the employe? 

Vv. Agency Compensation 

A. What have been the recent trends 
in the use of salary and other financing 
plans for new agents? 


B. What steps are taken to effect 
change to a commission basis after an 
induction period on salary? How do 
companies relate remuneration under 
their salary contracts to that under 
their commission contract? 

Cc. What other steps are taken in 


starting new agents under present cost 
of living conditions? 





Why Indianapolis 
Public Forum 
Was a Success 





communication was 
NATIONAL UNDER- 


The 
received 
WRITER: 

“This letter is in direct answer to the 
editorial on ‘Why the _ Indianapolis 

Forum Flopped,’ which appeared on 
page 10 of your March 14 issue. . 

“There seemed to be two opinions of 
the forums held in our city and spon- 
sored by the public school system. 
Your editorial presented the one side, 
may I, as chairman of the two life in- 
surance sessions, give you the other 
opinion. 

“It is our belief that such a project 
is a success in its inception merely be- 
cause the public schools thought our 
business to be worthy of going to the 
expense and time to promote such a 


following 
by THE 


forum. The resulting good-will and 
public opinion which naturally was a re- 
sultant is cause enough to say it was 
a success. As you state in your article 
there was an outstanding publicity job 
done in these forums and our business 
received immeasurable value from this 
complete coverage through the radio, 
television, newspaper, parent teacher 
associations, chamber of commerce, etc. 
Is not this grand publicity reason 
enough alone to say that the forums 
were successful? 

“Your article seemed to measure the 
success from attendance. So let us look 
at the forums from that viewpoint. The 
first forum was on a Monday evening. 
The meeting was attended by approxi- 
mately 200 people. The second forum 
had an attendance of 75 citizens. In this 
day of television in the home, pro- 
fessional basketball games, hockey 
games, theaters, etc.,do you not believe 
that it is good enough to get the above 
numbered people out of their homes 
on a cold winter night to attend an 
educational program? We believe it is! 
And then to have the audience stay 
overtime to ask questions merely 
clinches our opinion that the forums 
were successful. 

“These insurance forums were a 
pioneering project in a city which is 
noted for its slowness to respond to 
anyone or anything new and different. 
Any public project in its inception does 
not have great attendance or response. 
It takes time. 

“We are truly sorry your editorial 
did not take into account the above 
points for we believe the success of our 
forums cannot possibly be measured 
by attendance alone in our first year. 
The attendance next year will be larger 
and in years to come it will grow. We 
who help plan and produce these forums 
feel that we made a tremendous hole in 
the dike of public insurance ignorance. 
We are indeed proud of our efforts.” 

James T. O’Neal, Branch Manager 

Great-West Life, Indianapolis 


<The 
COMMONWEALTH 


GommenTary 


Success at Home 


In Louisville, one out of every five persons is in- 
sured with Commonwealth. This is a demonstra- 
tion of Louisville’s tremendous confidence in their 
largest insurance company. 


The number of Commonwealth policyowners in 
Louisville is so great that five branch offices are 
required to serve them. This involves an operation 
of over one hundred full-time men. 


Commonwealth appreciates the interest and con- 
fidence that Louisvillians have consistently shown 


in the company’s progress. 


INSURANCE IN FORCE, February 1, 1952 — $543,289,909 


COMMONWEALTH 
Life Insurance Company 


HOME OFFICE © COUISVILLE, KY. 





H valine Calls tor E 
Steadying Effect 
of Life Insurance 


Dr, Solomon S. Huebner, president 
of American College of Life Underwrit- 


ers, found a de- 
cided want of life 
insurance in_ to- 
day’s economic 
pattern in his re- 
marks before the 
sales congress of 


Chicago Assn. of 
Life Underwriters 
last week. Dr. 
Huebner has been 
teaching life insur- 
ance for 48 years, 
and has been with 
American College 
25 years. s. S. 

In his talk ‘Life 
Insurance and the Nation’s Economic 
Situation,” Dr. Huebner repeated his 
warning against growing national and 
private indebtedness, high and increas- 
ing taxation, the tendency to minimize 
the importance of economy and thrift 
and the trend toward reduced work 
effort. 

“The only unpledged wealth is the 
human life value,” he said, “and it is 
easily worth seven times the nation’s 
property assets.” He warned, however, 
that human life is becoming stifled in 
taxes, careless spending, governmental 
restriction. Too many, he said, are also 
being misled by utopian promises of a 
“welfare state” without considering its 
responsibilities. 

“Despite the $65 billion now invested 
in life insurance,” Dr. Huebner ob- 
served, “not nearly so much is _ being 
done as I thought 25 years ago would 
be accomplished. Only 3% of the earned 
dollar in the United States goes into 
life insurance today, and I am satisfied 
that American family heads can do bet- 
ter!” 


Huebner 


Partial Remedy for Inflation 


Reviewing the partial remedy that 
life insurance can be for inflation, he 
noted that life insurance is the largest 
single medium through which _ the 
human life value can have applied to 
itself all of the economic principles of 
organization, management and _ liquida 
tion, and that it is highly creative in the 
interest of thrift and investment along 
permanent and sound lines. 

On the opposite extreme, Dr. Hueb- 
ner cautioned, “In the absence of life 
insurance, assuming that the speculative 
road is not to be followed, it is prac- 
tically impossible today to accumulate 
a decent property estate, owing to the 
present inflation and high taxes.” 

He concluded with a charge to the 
industry, saying that today’s insurance 
protection is lagging steadily behind 
the value of goods and services. “Our 
obligation is apparent,” he said. “We 
must work hard, believe thoroughly i 
life insurance, and try to do better. 
Inflationary trends cannot be stopped 
by government stopgap gadgets that 
do not reach fundamentals.” 

Following his talk, Dr. Huebner was 
honored at a reception commemorating 
his 70th birthday and the silver an- 
niversary of C.L.U. presented by Chi- 
cago C.L.U. 


Pick NALU Cities, 
Dates Through ‘56 


The N.A.L.U. trustees at their final 
meeting at Chicago selected the dates 
for the annual conventions through 
1956. 

The places and dates are: Boston, 
Sept. 20-24, 1954; Dallas, Oct. 3-7, 1955; 
Detroit, Sept. 24-28, 1956. 

Cleveland has previously been se 
lected for 1953, the dates being Aug: 
24-28. 
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1951 Figures 
for Wisconsin 


All figures are for ordinary unless desig- 
nated (G) for group or (I) for industrial. New 
pusiness figures include business revived and 
increased as well as new business paid for. 


WISCONSIN COMPANIES 


In Force 








New Business 
$ 





Cuna Mutual ....... 306,319 950,842 

(G) 7,550,903 29,914,531 
Nat. Guardian ..... 14,287,795 116,036,904 
N. W. Mutual ...... 38,209,442 568,639,023 
Old Line Life ...... 112,458,946 
Rural Security 14,650,672 
Wis. Life .......... 4,636,992 47,374,352 
Wisconsin Nat. ..... 3,470,528 42,482,228 

(G) 437,000 387,000 

P| eer 825 
State Life Fund .... 363,500 4,574,600 


OTHER STATE COMPANIES 











Acacia Mutual ..... ,164,375 29,669,575 
Seine Life .....2+-. 4,819,654 63,589,120 
(G) 77,685,709 196,254,448 
Bankers, Iowa ..... 13,172,469 117,026,864 
(G) 2,144,811 10,993,469 
Ben. Assn. Ry. Emp. 981,915 5 
(G) 123,000 
Business Men's .. 4,166,465 
(G) 720,724 
Central, Iowa ...... 14,844,774 101,947,556 
Conn. General ..... 4,015,206 21,721,097 
(G) 1,065,669 18,083,576 
Conn. Mutual ..... 4,074,131 29,695,185 
Continental Assur, .. 9,276,412 48,008,248 
(G) 10,175,766 29,049,985 
Equitable Society 16,086,245 173,042,830 
(G) 35,570,791 164,487,522 
Equitable, Iowa 1,570,358 4,332,601 
Expressmen’s ...... 32,911 686,916 
Federal, Ill. ....... 42,981 1,422,967 
Franklin ........00- 12,720,359 52,234,664 
Guardian, N. Y. ... 1,848,825 18,308,034 
(G) 15,000 15,000 
MOGI Macccccsoss “lenceune 162,588 
John Hancock ..... 9,935,157 65,265,485 
G) 7,641,550 38,388,268 
(I) 3,137,977 23,939,119 
Kansas City ....... 1,882,472 21,292,200 
Lincoln Nat. ....... 19,119,605 130,617,306 
(G) 2,415,000 2,479,000 
Loyal Protective .. 255,423 1,165,216 
Lutheran Mut. ...... 5,290,698 33,393,051 
Mass. Mutual ...... 7,525,927 62,931,655 
(G) 7,315,787 9,689,891 
Metropolitan ....... 42,657,214 440,184,699 
(G) 36,283,783 263,400,320 
(1) 15,848,042 223,302,582 
Minn. Mutual ...... 2,930,304 8,953,097 
(G) 1,860,500 6,671,500 
Monarch, Mass. .... 16,000 212,951 
Mut. Ben., N. J. 4,994,146 44,567,258 
ent, MY. ...... 8,928,733 124,379,716 
Mutual Service ..... 2,868,919 12,402,960 
Ci >) St ee 2,747,569 
Mutual Trust ‘ 4,428,305 
National, Vt. ...... 2,608,949 
New England ...... 7,123,017 
New World ........ 2,718,645 
New York Life .. 30,162,155 
(G 75,000 
N. Amer. Acc. ..... 112,682 
N. Amer, Life, III. 6,097,661 28,492,794 
N. Amer. L. & C.... 4,175,355 26,295,892 
(G) 276,162 565,854 
Old Rep, Credit ... 28,853,016 32,266,257 
(Gro ease 12,801 
Paul Revere ....... 853,264 8,435,039 
(G) 23,000 98,000 
Penn Mutual ...... 5,882,658 60,145,909 
Phoenix Mutual 3,509,141 26,272,086 
Provident L. & A.... 5,627,933 15,633,576 
(G) 50,500 61,500 
Provident Mut. ..... 2,008,413 18,243,209 
0 Bererrrere 59,288,056 560,254,382 
(G) 24,472,024 161,422,336 
(I) 13,715,608 206,450,525 
Security Mut., N. Y.. 2,704,414 13,055,958 
(G) 643,000 1,454,500 
State Mutual ....... 337,803 3,429,983 
(G) 357,502 887,889 
Travelers ......-... 5,550,629 72,936,316 
(G) 5,617,590 114,063,074 
Union Labor ...... 344,129 1,157,705 
(G) 4,105,600 14,326,900 
Union Mutual ...... 1,452,504 3,724,474 
' (G) 278,000 1,088,000 
United Benefit .. .. 751,087 10,792,495 
Victory Mutual ..... 39,000 14,200 
Washington Nat. ... 4,292,749 41,638,267 
(G) 2,938,040 8,456,756 
4,804 10,937 
Woodmen Central 17,500 51,000 
Zurich Life ....... 1,000 1,000 
Ca? * nwaees 40,000 
Total Ord. '51.... 456,186,375 3,944,492,258 
Total Group ’51... 266,832,411 1,078,612,250 
Total Ind. ’51 .... 32,706,431 453,703,988 
All Classes '51.... 755,725,016 5,476,808,496 
Total Ord. '50 ... 423,347,070 3,728,026,248 
Total Group ’50 .. 249,236,150 947,004,805 
Total Ind. '50 .... 37,358,760 443,877,217 
All Classes ’50 - 709,941,980 5,118,908,270 


FRATERNAL SOCIETIES 


Aid Assn. for Luther’s 15,597,854 146,259,619 
Catholic Family .... 2,926,692 25,433,149 
Catholic K. of Wis. 4,936,352 37,620,826 
Employes’ Mutual .. 18,725,000 31,776,700 
Equitable Reserve .. 2,378,365 31,155,071 
Federation Life ... 338,280 2,052,306 
Natl.. Mutual Benefit 5,512,169 60,299,383 
Polish Assn. ....... 216,234 2,867,328 
Scandinavian Amer.. 146,470 2,962,076 
8. Slavic Benevolent. 100,500 1,629,000 
Catholic Foresters 2,889,990 36,694,015 
Concordia Mutual 137,730 753,129 
Croation Fraternal. . 124,000 1,999,416 
Danish Brotherhood. 28,750 667,750 
Honor Protec. Assn.. 285,501 2,338,701 . 
Fidelity Life Assn... 1,670,606 11,542,656 
Catholic Slovak Ladies $3,000 1,420,664 
First Catholic Slovak 57,750 1,151,550 
Carniolian Slov. Cath. 123,700 2,306,250 


GENERAL AGENTS’ CONFERENCE 





Mass. Mutual Agents Receive 
Liberal Contract, Financing 


The general agents of Massachusetts 
Mutual at their annual conference at 
Hollywood Beach, Fla., received a num- 
ber of items of good news, among them 
announcement by President Leland J. 
Kalmbach of a new career contract with 
more liberal commissions for full-time 
agents and an improved financing plan 
for new agents. Major provisions of the 
new career contract, as outlined by Mr. 
Kalmbach, included an additional first- 
year commission of 5% allowed on 
permanent plans of insurance calling for 
11 or more premiums issued at age 55 or 
under, when the face amount is $5,000 or 
more. Exception to this is in the case of 
retirement income policies with 11 to 14 
premiums when the additional first-year 
commission will be 244%. An additional 
5% commission will be allowed on the 
ordinary life portion of family mainten- 
ance and extra protection policies if the 
portion is not less than $4,000 and the 








total insurance and risk is $10,000 or 
New Business In Force 
$ $ 

Great Beneficial 213,415 818,150 
Knights of Columbus 1,432,058 18,755,700 
Lutheran Brotherh’d 8,989,088 42,048,666 
Maccabees ......... 699,190 7,767,368 
Modern Woodmen 2,409,198 27,032,487 
Polish Natl. Alliance 635,005 7,772,685 
Polish Catholic Union 328,300 2,849,105 
Polish Women’s Alli. 152,900 1,586,925 
Royal League ..... 17,500 841,490 
Royal Neighbors 1,621,318 29,928,305 
Slovak Cathoiic os 57,000 1,083,000 
Slovak Gymnastie Un. 12,000 648,771 
Slovene Nat. B. Soc.. 62,800 1,752,950 
Sons of Norway 48,500 1,598,258 
W. Bohemian ...... 590,790 8,906,742 
Woman's Bene. Assn. 163,753 3,271,040 
Women’s Ca. Forresters 1,375,974 16,410,135 
Sup. Forest Woodmen 23,600 783,493 
Woodmen of the W’!'d. 144,808 2,489,603 
Total Ord. ’51 .... 56,547,775 3,711,846 


more. 

The new contract will provide for a 
graded increase in the number of vested 
renewal commissions after 10 years of 
service, with full vesting after 15 years 
of service, the president announced. There 
will be the further provision for repre- 
sentatives of 45 years of age and over that 
the vesting will be accelerated, with full 
vesting after five years of service and 
attainment of age 49. Continuous full- 
time service with the company previous 
to the date of acceptance of the new 
career contract will be considered in de- 
termining years of service for vesting 
purposes. 

Neither the persistency credits or the 
retirement benefits under the career con- 
tract were altered. There was a change 
of requirements for minimum annual 
production which is to be $100,000 in- 
stead of $60,000 with the reduction to 
$50,000 after age 55 and 20 years of 
service. 


Retirement Requirement 


Mr. Kalmbach commented that one of 
the most attractive features of being a 
life insurance agent is that there is no 
need for retirement at any particular age. 
He said that an outstanding job is being 
done by many of the older men with 
Massachusetts Mutual. He commented, 
however, “I think we must recognize that 
a general agency which does not con- 
stantly bring in new men is in a precari- 
ous position in view of the higher death 
and disability rates at the older ages and 
the natural tendency for the average pro- 
duction to decrease at such ages.” 

Mr. Kalmbach declared it can be argued 
that in general the life insurance com- 








passes quickly. 


of purchase. 








Time Passes Quickly 


Many an underwriter carries in his pocket a policy- 
owner's letter saying something like this: “I only wish 
I had started sooner to buy life insurance and that I 
had bought twice as much.” 
constant repetition of the truism that time passes quick- 
ly. Every experienced person in life insurance is used 
to expression of the thought that more insurance would 
have been bought had the prospect realized that time 


Older people wish that they had started sooner and 
had bought more. The question is how best to convey 
that thought to the applicant. Many men, because of 
this repeated reminder, have bought more than they 
wished or more than they felt was necessary at the time 


The underwriter must be quite selfless in his strong 
urging, must have the truism firmly in his mind, and to 
be convincing must be able to tell his story with strength 
and sincerity. What the applicant really wants is more 
than he wishes. It may take him years to find that out, 
but he often can be convinced now, in advance, of the 
realization usually brought about only by time. 
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As old as time itself is the 














pensation system has not kept pace with 
other lines of business as regards both 
immediate and fringe benefits. He said it 
has been customary to induct men on an 
advance basis with the agent being in debt 
upon completion of the financing period. 
Under such a plan it is difficult to com- 
pete with other lines where a rather sub- 
stantial salary is offered to a man serv- 
ing his apprenticeship. To right this 
situation and to remove any serious bar- 
rier to recruiting, Mr. Kalmbach reported’ 
that the company will arrange so that 
when an agent successfully completes his 
30 months’ financing period he will re- 
ceive not only deferred first year com- 
missions, as provided in the present plan, 
but also all renewal commissions on 
business written during the financing 
period, provided, of course, that he re- 
mains under contract. “Thus the deficit 
at the end of the financing period will be 
cancelled,” he declared. 

Mr. Kalmbach commented on the net 
interest profits for 1951, stating that they 
were the largest since 1932. “These higher 
interest earnings show, in part, the bene- 
ficial results of our long-term program 
of strengthening reserves and building up 
our surplus funds; these additional funds 
give us increased interest income which, 
together with the lower interest require- 
ments under policy contracts issued in 
recent years, result in a gradual reduc- 
tion in the average rate that has to be 
secured on our total funds to meet our 
interest obligations. This rate is now 
down to 2.77%. In other words, all net 
interest income in excess of 2.77% on 
our total funds is now interest profit,” he 
declared. 


Schaaff on Manpower 


Charles H. Schaaff, vice-president in 
charge of agency operations, reported 
that the five-year manpower program be- 
gun by the company last June is 22% 
ahead of its objectives to date. He com- 
mented that the only justification for 
liberalized career contract and improved 
financing plan announced by the presi- 
dent was the firm belief that it would 
assist the general agents in the important 
manpower task of attracting and holding 
more and better men. 

Mr. Schaaff commented on the en- 
larged and still growing sales oppor- 
tunities for life agents, commenting that 
the ordinary department of the company 
scored an all-time high in 1951 and that 
more business was produced in January 
and February, 1952, than in any cor- 
responding month in the history of the 
company. He outlined many changes 
having a favorable effect on the agent’s 
income or total compensation that have 
been introduced by Massachusetts Mu- 
tual in the past 20 years. He reported 81 
favorable changes during the last four 
years. 

Mr. Schaaff termed the general agency 
system free and competitive enterprise at 
its best, saying that the general agent 
invests his ability, time and money in 
building his enterprise and reaps his own 
profits. 


Increase Standard Retention 


Richard C. Guest, vice-president, an- 
nounced that, effective immediately, the 
company will increase its standard reten- 
tion limits to a maximum of $200,000 for 
male and female lives alike. Retention 
limits from ages 0 to 5 will be $75,000; 6 
to 14, $125,000; 15 to 55, $200,000: 56 to 
60, $125,000; 61 to 65, $75,000 and 66 to 
70, $25,000. 

He told the general agents that the 
substandard limits will be graded up to a 
maximum of $100,000 in classes A and B 
ages 15 through 55. He said the company 
would underwrite it to its own account the 
first $10,000 even on the most highly 
substandard cases within the 500% mor- 
tality maximum. He added that the usual 
facilities for accommodating large lines 
beyond these retentions will continue to 
be available. According to Mr. Guest, also 
beginning immediately the limit of issue 
of the accident death benefit provision 
will be increased to a maximum of 
$100,000, of which Massachusetts Mutual 
will normally retain $50,000. Amounts be- 
yond $25,000 retention will be contingent 

(CONTINUED ON PAGE 7) 
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M.D.R.T. Totals 
Appear Headed Over 
1,050 Mark This Year 


The total qualified by the executive 
committee of Million Dollar Round 
Table is brought by the accompanying 
list of 337 to a total of 837. A final list, 
including all applicants who submitted 
their papers up to the deadline of March 
15, will be issued on about April 1. 
According to Walter N. Hiller, Penn 
Mutual, Chicago, chairman of the 1952 
M.D.R.T., the probable total member- 
ship will be in the neighborhood of 
1,050, including all classes. This is an 
increase of about 100 over the 1951 
membership. Mr. Hiller reports it has 
been necessary to check back with home 
offices and N.A.L.U. in a great number 
of cases, therefore the final list must be 
delayed until all information is com- 


plete. ; es 
Following is the third listing of 


M.D.R.T. qualifiers in the various cate- 


gories to be published in THe Nationar 
UNDERWRITER this year: 


Qualifying First Time 


Cecil Alexander, Equitable Society, 
Chicago. 
W. W. Bassett, Ohio National, Granite 


City, Ill; H. F. Bell, American General, 
Abilene, Tex.; Horace C. Berg, Pruden- 
tial, Roseberg, Ore.; Harry S. Berger, 
Mutual Benefit, Canton, O.; Warren E. 
Brougher, Indianapolis Life, Columbus, 
Ind.; Roland J. Burson, Mass. Mutual, 
Rochester, N. Y.; Stanford L. Burtless, 
John Hancock, Huntington, W. Va. 

Abraham M. Calisoff, Metropolitan, 
Chicago; Archie A. Campbell, Northwest- 
ern Mutual, Minneapolis; Ed F. Cleve- 
land, Southwestern, Pampa, Tex.; Arthur 
E. Cohen, London Life, Montreal; George 
J. Cohen, New England Mutual, New 
York City; W. Gleason Condon, Occi- 
dental of California, Baltimore; Barney 
Copeland, Guardian, Birmingham; Roy 
Cox, Security, Houston; Lawrence Y. 
Crump, John Hancock, Chicago. 

Landon B. Davies, Mass. Mutual, Balti- 
more; C. B. DeLee, Phoenix Mutual, Seat- 
tle; George E. Deras, Conn. Mutual, 
Omaha; Alton C. Derick, Mass. Mutual, 
Santa Barbara, Cal.; Mrs. Elsie Doyle, 
Union Central, Cincinnati; Marve D. Dun- 


das, Northwestern Mutual, New York 
City; Eddie H. Dyer, Southland, Fort 
Worth; John Edmundson, Mutual 
Benefit, Los Angeles. 

Herbert V. Friedman, Mass. Mutual, 
New York City. 

J. W. Griffiths, Manufacturers, Winni- 
peg 


Ciarence L. Hagstrom, Mass. Mutual, 
Seattle; Wade Hall, Mutual Benefit, Lex+ 
ington, Ky.; J. J. Hallahan, California- 


Western States, Dallas; George S. Ham- 
ilton, National of Vermont, Baltimore; T. 
C. Harvey, Jr., Southland, Tyler, Tex.; 
John R. Hastie, Mutual Life, Chicago; O. 
Frank Helvie, Lincoln National, South 
Bend, Ind.; Holden F. Hills, Mass. Mu- 
tual, Syracuse, N. Y.; John S. Holbrook, 
Travelers, Milwaukee; Lambert M. Hup- 
peler, New England Mutual, New York 


ity. 

Frederick M. Irwin, London, Toronto. 

John Jannotta, Mass. Mutual, San 
Francisco. 

Jay L. Kaplove, Prudential, Union City, 
N. J.; Leonard Kramer, Continental As- 
surance, Milwaukee; Frederick H. Kross, 
Conn. Mutual, Detroit. 

E. H. Lattimer, Northwestern Mutual, 


Wausau, Wis.; Bernard C. Lewis, Pru- 
dential, Newark; Joseph F. Lo _ Bosco, 
Manufacturers, Welland, Ont.; M. Jack 


Long, Kansas City Life, Long Beach, Cal. 

Charles S. McAllister, New England 
Mutual, New York City; Maurice L. Mc- 
Dermond, College Life, Columbus, O.; 
Geo. H. McWhirter, National of Vermont, 
Atlanta; Reginald H. MacMinn, Conn. 
Mutual,. Boston; Joseph lL. Marion, 
Franklin, Marietta, Ga.; Carl T. Mayes, 
John Hancock, Los Angeles; Herbert M. 
Mee, Northwestern Mutual, Oklahoma 


El Paso, Tex. 

Edward Neisser, Mass. Mutual, Los An- 
geles, Cal. 

G. L. Quinn, Excelsior Life, Barrie, Ont. 

Fred B. Ramsay, Manufacturers, Cor- 
vallis, Ore.; J. A. Rathmell, Aetna, Hous- 
ton; J. Saul Ross, Sun of Canada, Kirk- 
land Lake, Ont. 

Peter J. Sala, Conn. Mutual, Newark; 
Samuel M. Selekman, New York Life, 
Pittsburgh; Ed Shields, Occidental, Mis- 
soula, Mont.; Abner A. Simonton, Na- 
tional of Vermont, Atlanta; Gordon A. 





Prudential security plans sell because they serve 





Prudential’s 


need for business insurance. 


Prudential man, Leonard Garrett, placed $10,- 
900 of Modified 5 on each of the four partners. 
Garrett says, “At the start, I met with real sales 
resistance. But with each step in the presenta- 


Ownership Control Plan 
these New Jersey super market owners on their 


sold 


tion I felt my prospects warming up to the idea. 
Closing was easy. This case practically sold it- 
self, thanks to the Ownership Control] Plan. 


Without it I would have lost the sale.” 


If one of these partners should die, the surviv- 
ing partners would have the cash to buy out 
his share. In addition the family of the deceased 
would be protected from a forced liquidation. 


The Ownership Control Plan is a four part sales kit designed to 
sell every type of business insurance case. It makes business in- 
surance easy to understand — easy to sell. For details, write 
to The Prudential, Newark, N. J. 


The above facts are based on an actual case, but true identities are not given. 






Newark, N. J. 


—\ THE PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 


Houston, Texas 


Los Angeles, Calif. 


Toronto, Ont. 





Snell, Prudential, Toronto; Lyman , 
Stone, Jr., Standard of Indiana, Norfolk, 
Va.; ¢. D: Stringer, Southwestern, Tyler, 
Tex.; Samuel J. Sugar, Penn Mutual, 
Washington, D. C.; Arthur W. Swain, 
Penn Mutual, New York City. 

Walter C. Thee, Equitable Society, Co- 
lumbia, S. C€.; Charles J. Turner, Occi- 
dental, Great Falls, Mont. 

Herbert F. Underwood, Canada Life 
New York City. r 

Hubert D. Wheeler, New England Mu. 
tual, Duluth, Minn.; Tim N. Whitehurst, 
Pan-American, Beaumont, Tex.; Nicholas 
E. M. Wise, London, Montreal. 

penaet Yarbrow, Prudential, Los An- 
geles. 


Life and Qualifying First Time 


Russell R. Daniels, Kansas City Life, 
Washington, D. C. 

Dewey Edson, Northwestern Mutual, 
as eg Wis. 


Frank M. Minninger, Conn. General, 
Detroit; Patrick M. Mucci, Metropolitan, 
Paterson, N. J. 

John Rhoads, independent, Phila- 
delphia. 


= Seigler, Great-West Life, Mont- 
e 


al, 
Raymond E. Williams, Northwestern 
Mutual, Richmond. 

Life and Qualifying Repeating 

J. Max Abramowitz, Reliance Life, 
Baltimore; Edward L. Allison, North. 
western Mutual, Tulsa. 

Huff Baines, Southland, Austin, Tex.; 
John S. Barovich, Western, Miles City, 
Mont.; Kenneth R. Bentley, Northwest- 
ern Mutual, Danville, Ill.; Walter R, 
Benz, Penn Mutual, Fort Wayne, Ind; 
Nathan S. Bienstock, Mass. Mutual, New 
York City; Stanley A. Borchardt, North- 
western Mutual, New York City; Thomas 
R. Bouck, John Hancock, Akron, 0O,; 
Daniel M. Brigham, Northwestern Mu- 
tual, Los Angeles; Royall R. Brown, 
Northwestern Mutual, Winston-Salem, 
N. C.; Nathan H. Burgheim, Northwest- 
ern Mutual, St. Louis; Robert P. Bur- 
roughs, National of Vermont, Manches- 
ter, N. H.; George B. Byrnes, Equitable 
Society, Pasadena, Cal. 

Walter R. Cavanaugh, North American, 
Detroit; Warren E. Clark, Northwestern 
Mutual, Milwaukee, Wis.; Herbert F. 
Cluthe, Northwestern Mutual, Newark; 
James T. Comer, Jefferson Standard, Gas- 
tonia, N. C.; John P. Costello, Southwest- 
ern, Dallas; Michael P. Coyle, Phoenix 
Mutual, New York City; Lowell D. Cran- 
don, New England Mutual, Newark; Clar- 
ence E. P. Crauer, Northwestern Mutual, 
Poughkeepsie, N. Y. 

Edwin G. Davies, Manufacturers, Los 
Angeles, Cal.; Joseph H. Dearie, New York 
Life, New Orleans; R. Earl Denman, Pa- 
cific Mutual, Cincinnati; Francis B. Don- 
Northwestern Mutual, Peterbor- 
ough, N. H.; Leo F. Duax, Equitable 
Society, Eau Claire, Wis.; Herman Duval, 
Northwestern Mutual, New York City. 

Frank M. Engle, Northwestern Mutual, 
Tulsa; Edwin R. Erickson, John Han- 


cock, Buffalo, N. Y. 

Ben Feldman, New York Life, East 
Liverpool, O.; David B. Fluegelman, 
Northwestern Mutual, New York City; 
— E. Foster, Canada Life, Ottawa, 

nt. 

Bruce I. Gheen, Mutual Benefit, Cleve- 
land; Joshua B. Glasser, Continental As- 
surance, Chicago; Edwin T. Golden, New 
York Life, San Francisco; Howard D. 
Goldman, Northwestern Mutual, Rich- 
mond: Nathan I. Gordon, Conn. Mutual, 
Cleveland; A. Robert Groenke, Mutual 
Benefit, Cincinnati. 

Herman V. Haas, Northwestern Mu- 
tual, Cleveland; James Martin Hamill, 
Equitable Society, San Francisco; Ralph 
W. Harbert, Northwestern Mutual, Battle 
Creek, Mich.; Richard B. Hardy, Conn. 
Mutual, Lima, O.; W. Alfred Hayes, in- 
dependent, St. Louis; Paul A. Hazard, Jr., 
New England Mutual, Chicago; Norman 
R. Hill, Northwestern Mutual, Seattle 
Robert C. Holland, New York Life, New 
York City; Gerald A. Hollman, American 
National, Norman, Okla.; Lawrence L. 
Howard, Fidelity Mutual, Boston. 

Newton H. Johnson, independent, To- 
ledo, O.; E. Leigh Jones, Mass. Mutual, 
Detroit. 

Herbert Paul Karlsruher, New York 
Life, New York City; Nate Kaufman, In- 
dianapolis Life, Shelbyville, Ind.; John 
Kellam, National of Vermont, New 
Canaan, Conn.; I. Austin Kelly, III, New 
England Mutual, New York City; Charles 

. King, Mutual Benefit, Kansas City; 
Howell A. King, Occidental of California, 
Baltimore; Wallace H. King, Mutua 
Benefit, Lima, 0.; Stephen L. Klarer, 
Northwestern Mutual, Milwaukee; Eu- 
gene M. lein, Northwestern Mutual, 
Cleveland; Ray H. Kohl, Northwestern 
Mutual, Pittsburgh; A. H. Kollenberg, 
Mutual Benefit, Grand Rapids, Mich. 

Charles E. Laurent, Manufacturers, To- 
ronton; James wry, Northwestern 
Mutual, San Francisco; Stanley S. Leeds, 
Equitable Society, Beverly Hills, Cal. 
Maurice Linder, Travelers, New York 
City; James H. Lipscomb, New England 
Mutual, Jacksonville, Fla.; Ned C. Lit- 
wack, John Hancock, Newark; Eugene T. 
Lothgren, Northwestern Mutual, Provi- 
dence, R. I.; George J. Lucas, New York 
Life, Sioux Falls, S. D.; William V. Lurie, 
New York Life, Brooklyn. 

Hanacel M. McCord, independent, Dal- 
las; William H. McCoy, New England 
Mutual, Detroit; Ben S. McGiveran, 
Northwestern Mutual, Chicago; Willis F. 
McMartin, Northwestern Mutual, New 
York City; Alfred E. McNeill, New sy 
land Mutual, Pasadena, Cal.; Kenneth R 
Mackenzie, New England Mutual, Boston; 
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yman H Benjamin H. Micou, New England Mu- 


Norfolk, | fuai, Detroit; Edward J. Mintz, New York Figures from Companies’ Year-End Statements Shown 


rn, Tyler, | rife, Salinas, Cal.; Leonard Mordecai, 

















Mutual, | Northwestern Mutual, Boston; Henry G Increase Sur y 
4 é ? - 3 Plus to New Ins. in Increase Prem. Benefits Total 
’. Swain, Mosler, Mass. Mutual, Beverly Hills, Cal.; Total in Policy- Bus. Force Dec. in. Ins. Income Paid Disburs. 
siety, Ce yark —_— Phoenix Mutual, New —- sam — — 31, 1951 in — 1951 1951 1951 
’ J= yor. . : 
er, Occi- Frank Nathan, New York Life, Los An- Boston Mutual Life ........ 41,039,151 2,833,580 3,546,630 35,027,249 210,668,243 15,723,210 8,339,218 3,178,361 .968,862 
= geles; Howard Neal, Continental Assur- Girard Life ............... 19,216,934 637,604 1,805,415 5,091,627 99,776,569 —2,650,000 2,871,602 1,720,175 3,004,441 
» ance, Los Angeles. Great-West Life .......... 413,791,937 28,456,329 21,424,793 293,229,967 1,583,699,739 220,424,009* 62,183,180 27,469,131 48,620,723 
en Joseph F. O’Connor, Penn Mutual, Los Independent L. & A........ 11,528,459 3,127,671 1,376,366 301,660,071 316,498,453 70,591,493 17,314,147 4,883,490 14,750,048 
hitehurat Angeles. — National ....escces 13,042,468 1,489,831 1,386,018 15,063,226 85,617,369 7,365,619 2,767,081 697,032 1,971,726 
Nat Harold S. Parsons, Vravelers, Los An- Pilgrim H. & L............. 6,131,125 445,961 935,926 16,292,865 51,140,921 2,274,923 2,589,226 744,513 2,143,265 
; s. geles; Henderson L. Peebles, Northwest- Rio Grande National ...... 6,739,388 989,211 912,061 24,128,038 76,462,239 3,775,633 2,696,226 536,399 2,095,721 
Los An ern Mutual, Charleston, W. Va.; James Teachers Ins. & Annuity... 330,233,578 30,624,405 10,409,882 23,422,686 145,632,059 8,669,517 30,482,081 11,710,368 12,603,363 
a H. Peters Manufacturers, Toronto; Rob- Er Reserve Life ....... 251,623 $4,625 140,249 2,038,814 3,868,841 1,089,613 104,292 16,563 86,573 
ert B. Pitcher, John Hancock, Boston: Western Mutual L. & C.... 220,745 __ 9,520 26,229 804,471 2,466,666 436,760 222,258 61,292 165,890 
Time George H. Plante, John Hancock, Cleve- “a <anaieer tone increase in group life insurance due to normal addition of employes to groups and employes becoming entitled 


land; Milton R. Polland, Security Mutual, 
sity Life, Milwaukee; Walter L. Pool, Lincoln Na- 
tional, Norfolk, Va.; R. Joyce Portnoy, 
Mutual, independent, St. Louis. 
James T. Quinn, T. Eaton Assurance, 
General, Winnipeg. 
‘opolitan, Hendrikas Rabinavicius, New England 
F Mutual, New York City; Fred G. Reed, 
t, Phila- independent, Chicago; Chas. D. Richard- 
son, New England Mutual, Memphis; A. 
e, Mont- Everett Riley, New York Life, Kansas 
City; C. Rigdon Robb, Northwestern Mu- 
hwestern | tyal, Chicago; Geo. Paul Roberts, Mass. 
Mutual, Wheeling, W. Va.; Kenneth V. 
ting Robinson, New England Mutual, Water- 
ice Life, | bury, Conn.; Walter C. Ross, Guardian, 
, North- | yilwaukee; H. Ben Ruhl, Northwestern 
i Mutual, Detroit; Sam H. Rumph, North- 
= Tex.; | Western Mutual, Atlanta: Edward Russo, 
es City, | Northwestern Mutual, Baltimore; John M. 
bras | Russon, Mass. Mutual, Los Angeles. 
“ oe H. Karl Schuetter, Northwestern Mu- 
ual New tual, Appleton, Wis.; Lowell P. Schwing- 
: North. er, Northwestern Mutual, Cedar Rapids, 
"Thomas Ia.; Nathaniel H. Seefurth, Northwestern 
mas Mutual, Chicago; Roy H. Sheldon, Equi- 
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— wi table of lowa, Los Angeles; Donald Shep- 
Brown herd. John Hancock, Boston; Lawrence 
- E. Simon, Mass. Mutual, New York City; 


n-Salem 
. Louis K. Sims, New York Life, Los An- 
Ss geles; L. A. Spencer, Equitable Society,” 
fanches- Youngstown, O.; Bryan C. Stangle, Cali- 
‘quitable fornia-Western States, Seattle; Loren D. 
Stark, Conn. Mutual, Houston; Ron Stev- 
merican er, Equitable Society, Los Angeles, Cal.; 
1western George W. Stewart, Penn Mutual, Pitts- 
burgh; Henry C. Stockman, New England 
) : Mutual, Newark. 

Dix Teachenor, Kansas City Life, Kan- 
ithwest- sas City; Deal H. Tompkins, Northwest- 
Phoenix ern Mutual, Charleston, W. Va.; Wayne M. 
Trostle, Mass. Mutual, Cleveland; T. 


eS. Gon Wesley Tuttle, Northwestern Mutual, og ge 
Mutual Milwaukee. if now lil in 

, Charles J. Underell, Occidental of Cali- 
ers, Los fornia, London, Ont. . 
ew York Kenneth L. Van Leuven, New York 
1an, Pa- Life, Spokane; George M. Venable, North- 
B. Don- western Mutual, Columbus, Ga.; Vic 
eterbor- Vybiral, New York Life, New Orleans. 
quitable Stewart H. Welch, Jr., Conn. Mutual, j 
n Duval, Birmingham; Jerry Wertheimer, United . 
City. Fidelity, Dallas; Abraham J. Wohlreich, 
Mutual, Crown Life, Newark; Ervin C. Woller, 
in Han- Central Assurance, Milwaukee. e 

: Herman A. Zischke, Union Central, e 
fe, East Chicago. | e Sency 0 with 
ool Qualifying Repeating 
Ottawa. Samuel A. Aaron, Equitable Society, : 2s 
Los Angeles. 

, Cleve- Emmette E. Biscamp, Franklin, Beau- 
ntal As- mont, Tex. 
en, New John D. Campbell, Mass. Mutual, Lin- 
vard D. coln, Neb.; Robert S. Caulkins, Conn. Mu- e 
, _ Rich- tual, Cleveland. 
Mutual, G. A. Davenport, John Hancock, San OUR 
Mutual Antonio; Jens M. Dellert, Union Central, 


Chicago; Leo A. Douglas, Jefferson 
rn Mu- | Standard, El Paso, Tex.; G. Wendell Dy- 
Hamill, _— gert, Northwestern Mutual, Angola, Ind. 





Plus Expense-Free Compensation . 
Compensation plan is separate from expense. Over- 


: Ralph : , Neville H. Evely, Prudential of Eng- 

» battle and, oronto. iti a= — 

. a } ae Fuller, Northwestern Mutual, were V ni and on | = yours! 

yes, in- | Milwaukee. ested Overwriting Renewals 

ard, Jr, | Milton A. Goldstandt, John Hancock, PLUS Rast tecateds 9 hificat; itl 

—— ' Chicago; Aaron B. Goldstein, Metropoli- BSY- MD ACERUE, QUSEUIERTONS: CNUE | YOU! (0 YOUR: £6 
neat 24 tan, Boston. i : newals whether you live, die or quit. 

merian ee as tt Lite, Tampa, ' ris A PLU $10,000 Preferred Risk Contract 
oe masons * Hanasher. Aetna, * re Competitive net cost. Attracts many new clients. 
2 aro . es, merican ational, . ° 

nt, To Oakland, Cal. — ? New Income Protection Rider 

r ; Paul R. Kaiser, Conn. General, Phila- Complete. Adjusted to every need. 


yw York delphia; Julius H. Kaplove, Prudential, 
Union City, N. J.; Fallas M. Kelly, North- 
> John western Mutual, Salt Lake City; William 


Pus New Brokerage Contract 
EP ilicesliy Harthwentern Watual, Mil- For life men. Top commissions, plus Ist year ex- 


HT ~_— waukee. ss ose itis Weil pense allowance and fully vested renewals. 
Cha i am T. arsen, Mutua enefit, . . 
ae: Newark; Col. Milton A. Lowenberg, PLUS Result-proved Direct Mail 
. . . and other unique sales plans. Make even new 


itornia, _ Aetna, New York City 


John D. A. McDonald, Excelsior, To- agents immediate producers! 








bl » tonto; Clyde J. Manion, Equitable Society, 
e; Eu | ots dee . at ea, Lae 
Mutual, | » Ark.; alter C. Mayer, Mutua ' 
Benefit, Milwaukee. am >< 
phe as H tl Kenneth K. Parlin, Penn Mutual, Bat- r 78 TAKE THIS STEP FORWARD TODAY 
ch. i e Creek, Mich.; Harry S. Peril, New | - «ge . 
ers, To- | ae eT, cesta If you’ve had successful life insurance experience 
& ph C. Richard, uitable Society, ies ? 
vet Lawton, Okla; Austin D. Rinne, North- i a are — 50, — for a — —s 
F rn Mutual, Indianapolis; M. D. Ros- ane ; 
“ an enberg, Jr., Guardian, Washington, D. C.; : i ee ae ee will be held in 
Inglaal William Rosenfeld, Reliance, Greenville, ITORIES OPEN: | confidence. Address — 
C. Lit- . C.; Adam Rosenthal, General American, TERR - 
geneT. | ff. Louis; Charles T. Rothermel, Jr., John open in these states i Russell S. Moore, Manager of Agencies 
j- cock, cago. ties are 
w York Richard Sephton, Mutual of Canada, Agency opportuni : L. SRE ee eS SS SB SS SSS SSS See Se all 
Y arin Vancouver, B. C.; Harold N. Sloane, Con- lina Michigan 
tinental Assurance, New York City; Al- . North Carolin ee 
t, Dal- bert Lee Smith, Jefferson Standard, Bir- Ohio ssee Ilinois 
ingland mingham; Herbert M. Swarthout, Mutual Pennsylvania Tenne lowa e 
‘iveran, enefit, Kansas City. Kentucky mvunee (7) 





r fe . 
rillis F. Maurice E. Thomas, London, Montreal. w Jersey a California 
ew yoavia Ao Welsburger, Conn. Mutual, ei Virginia Indiana 

Eng- bY r y; am , erber, in- d e 
neth dependent, Washington, D. C.; Keith G. 250 E. Broad Street, Columbus 16, Ohio 
Boston; Wildes, New York Life. Juneau, Alaska. : 
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YOUR OWN COMPANY FIRST... THEN 


A plan that interests 


PARENTS and GRANDPARENT 


| 


| 


This husky young fellow is grow- 
ing up— and his insurance needs 
will grow with him. 

The Manufacturers Life Twenty- 
One Plan is tailor-made to meet 
his future needs for a substantial 
insurance backlog. Each $1000 
unit increases automatically to 
$5000 at age 21—with no increase 
in premiums, Our limits are high, 
and our premiums are low. Issued 
ages 0-11. 


CONTACT ONE OF THESE BRANCHES 
FOR MORE INFORMATION 


Baltimore Detroit Los Angeles Portland 
Chicago Hartford Newark Saginaw 
Cincinnati Honolulu Philadelphia San Francisco 
Cleveland Lansing Pittsburgh Seattle 


Also licensed in the Dist. of Columbia, Arizona, Delaware and Idaho. 


THE 


MANUFACTURERS 
INSURANCE LIFE COMPANY 


pikes aioe 





























that’s our NEW 


GUARANTEED ESTATE BUILDER 


the answer to every father’s dreams for his children 


> initial insurance increases to five times at age 20 
> face of policy and all premiums paid returned at death 





prior to age 20 





> guaranteed low cost—no premium increase at age 20 


> life paid up at age 60 


“the perfect sales package for every agent” 


Regional Director Positions and General Agency Territory Available ia 
Maryland — Virginia — West Virginia 


Lire 
INSURANCE COMPANY . puuavenia, pa. 


WILLIAM ELLIOTT, President « JOSEPH E. BOETTNER, CLU, Superintendent of Agencies 





(CONT’D FROM PRECEDING PAGE) 
Philip H. Zimmerman, Mutual Benefit, 
Lockport, N. Y 
Life 


Lawrence E. Balza, New York Life, 
Green Bay, Wis.; Paul B. Banks, United 
Benefit, Philadelphia; Jacques Barr, Mu- 
tual Life, Chicago; Milton M. Bernstene, 
New York Lite, Chicago; Philip F. 
sroughton, independent, New York City; 
Guy 8S. Burtis, Conn. General, Chicago. 

W. Roy Carrick, Aetna, Worcester, 
Mass.; Edward Choate, New England 
Mutual, Los Angeles; Joseph J. Coburn, 
Mass. Mutual, Detroit. 

Peter Demetriou, Metropolitan, New 
York City; Harold T. Dillon, National of 
Vermont, Atlanta; A. C. Duckett, North- 
western Mutual, Los Angeles; Paul H. 
Dunnavan, Canada Life, Minneapolis. 

Robert A. Elder, Equitable of Iowa, 
Williamsport, Pa. 

Harold D. Farber, Security Mutual, 
Buffalo, N. Y.; H. G. Feldman, Aetna, 
Pittsburgh; Erwin W. Fenzau, Mutual 
Benefit, Chicago; Duncan J. Finlayson, 
Standard Assurance, Toronto; S. Henry 
Foreman, Mutual Life, Chicago; Mark F. 
Foster, Security, Greensboro, N. C.; Wil- 
liam L. Fowler, Lincoln National, Nor- 
folk, Va.; Cecil Frankel, Equitable So- 
ciety, Los Angeles. 

Abram L. Geller, Pacific Mutual, Hous- 
ton; Bruce W. Gilmore, Northwestern 
Mutual, Grand Rapids, Mich.; Meyer M. 
Goldstein, Equitable Society, New York 
City; Russ H. Goodwin, Northern Seat- 
tle; J. Robert Guy, Northwestern Mu- 
tual, New York City; Mrs. Ethel Elmer 
Gwinn, independent, River Forest, III. 

Carl E. Harris, Equitable Society, Chi- 


— 


cago; Samuel Heifetz, Mutual Life, 
Chicago; Max Hemmendinger, Mutual 
Benefit, Newark; Cc. Hester, Pan 


American, Jackson, Miss.; Robert M. 
Hirsch, Great-West Life, Chicago; Albert 
Hopkins, Penn Mutual, New York City; 
H. Grice Hunt, Provident L. & A., Green- 
ville, S. C.; Edward D. Husted, Aetna, 
Toledo, O. 

William B. Johnson, 
tional, Springfield, Mo. 

Samuel Kahl, Penn Mutual, Chicago; 
Edward J. Kavanaugh, John Hancock, 
Columbus, O.; Donald K. Kissinger, Mass. 
Mutual, Decatur, Ill. 

Burton Cook Lillis, Jr., Lincoln Na- 
tional, Vallejo, Cal. 

‘red A. McMaster, Ohio National, Los 
Angeles; Sid Marean, independent, Cin- 
cinnati, O.; John D. Marsh, independent, 
Washington, D. C.; Leo C. Mascotte. Lin- 
eoln National, Fort Wayne, Ind.; Henry 
M. Meese, Travelers, Davenport, Ia.; 
Franklin A. Morse, Northwestern Mutual, 
South Bend, Ind.; Stanley N. Murphy, 
Penn Mutual, Natchez, Miss. 

yeorge A. Novell, Prudential, Los An- 
geles. 

Ned G. Patrick, Mass. Mutual, Omaha; 
Ray S. Peters, Jefferson Standard, Den- 
ver; Roderick Pirnie, Mass. Mutual, 
Providence, R. I.; Doyt C. Poling, Pru- 
dential, Louisville: C. Lamont Post, in- 
dependent, New York City; Carl D. H. 
Prussing, Conn. General, San Francisco. 

James F. Ramsey, Conn. Mutual, Chi- 
cago; Eugene Rappaport, Pacific Mutual, 
Chicago; Joseph H. Reese, Penn Mutual, 
Philadelphia; Hyman Rogal, Reliance, 
Pittsburgh; Louis G. Rude, Mutual Bene- 
fit, Newark. 

Ed. E. Sammons, United Fidelity, Dal- 
las; Tyer Sawyer, Northwestern Mutual, 
Milwaukee; George H. Schumacher, Mass. 
Mutual, Cleveland; Julian W. Schwab, 
Indianapolis Life, Indianapolis; Marvin 
Sherman, Equitable Society, Los Angeles; 
Ernest H. Slaybaug‘h, Northwestern Mu- 
tual, Yonkers, N. Y.; Daniel Spooner, in- 
dependent, New York City; Harlin J. 
Stoltz, Northwestern Mutual, Blooming- 
ton, Ill. 

Farish F. Talley, Acacia Mutual, At- 
lanta; Clem C. Tuggle, Travelers, Atchi- 
son, Kan. 

Wallace N. Watson, Mutual Benefit, 
Boston; Ralph E. Whitmoyer, Phoenix 
Mutual, Detroit; Theodore Widing, Provi- 
dent Mutual, Philadelphia; Lawrence 
Willet, Northwestern Mutual, Atlanta; 
Hans E. Wirsing, Equitable Society, New 
York City; Brown C. Woodbury, Néw 
York Life, San Francisco; Naaman J. 
Woodland, National Equity, Baton Rouge, 
La.; H. E. Wuertenbaecher, Penn Mutual, 
St. Louis; Silas D. Wyman, Equitable 
Society, Boston. 

“— Zebley, independent, Wynnewood, 

a. 


American Na- 


Changed Investment Picture 
Ends Mutual Chicago Office 


Mutual Life has closed its invest- 
ment office at Chicago. According to the 
company, the move was prompted by a 
changed investment environment, and 
because Henry Verdelin, company vice- 
president there, resigned to become 
senior vice-president of the San Fran- 
cisco Bank. 


Upping UCD to $26 in N. J. 


New Jersey senate has approved the 
state administration measure to increase 
unemployment compensation disability 
from $26 to $30 a week. The bill. goes 
to the assembly. 


Earls Tells How 
to Rejuvenate 
A New Command 


New agency heads should make their 
inherited organizations happy and solid; 
decide where to 
expand and_ be 
flexible enough to 
look to the meth- 
ods of others for 
guidance, William 
T. Earls, general 
agent for Mutual 
Benefit Life at 
Cincinnati, advised 
at the midyear 
meeting of the 
General Agents & 








Management Con- 
ference of the Na- : 
tional Assn, of W:. T. Earls 


Life Underwriters 
at Chicago. 

On assuming responsibility for an old 
agency, Mr. Earls declared that the 
first task of the general agent is to get 
the organization in shape by dismiss- 
ing the unsuccessful agents. It was 
pointed out that to remain in an Earls 
agency, an agent must be successful 
at least by his own standards. Mr, 
Earls said that a winning agency is 
more conducive to successful recruiting. 
Another agency rule established was 
that the organization must maintain 
a high standard of decency and conduct 
in all affairs. 


Recruiting Is Second Step 


Having revitalized the agency, the 
next step, according to Mr. Earls, is 
the -recruiting program. The question 
to be decided at this point is how many 
agents are necessary, and through what 
media they will be recruited. He cau- 
tioned against recruiting in the manner 
of a young lad in a candy store who 
wants something of everything, and 
he also cautioned against recruiting 
too rapidly. 

Mr. Earls has found the recruiting 
by personal observation the best, hav- 
ing contracted 12 successful agents of 
18 selected. On the other hand, only 
two agents, recruited from nine through 
newspaper advertisements, were suc- 
cessful. 

In conclusion, general agents were 
encouraged to make changes in their 
thinking and methods of operation, ad- 





justing themselves to current trends. 


Start Boom for Butler | 
for High N.A.LC. Place j 


A movement is getting well under | 
way in behalf of George Butler, life in- 
surance commissioner of Texas and 
chairman of the board of insurance com- 
missioners of that state, for election as 
chairman of the executive committee of 
National Assn. of Insurance Commis- 
sioners in June. This movement is said 
to have gained much strength during the 
zone 5 meeting at Dallas. 


Farm Bureau N. H. Meeting 


The Farm Bureau companies held | 
New Hampshire agents’ conference at 
Concord March 26. Speakers included | 
Commissioner Knowlton; F. N. Clarke, 
motor vehicle commissioner; Robt. W. | 
Upton, Concord, company counsel; 
Perley I. Fitts, commissioner of agt | 
culture. ay 

A similar meeting is being held in 
Maine Friday. 








Midland Mutual Life has appointed 
Harold M. Korn general agent at Beck- 
ley, W. Va., and Walter E. York gen- 
eral agent at Richmond, Ind. 


The Amalgamated Laundry Workers 
insurance fund has purchased a plot at 
222-28 East 34th St. in New York City 
and will construct a modern medica 
center and clinic. 
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Dismiss Petition 
in State Farm Case 


(CONTINUED FROM PAGE 1) 








gate and handle claims “under the direc- 
tion of the company.” Agents agree to 
represent no other insurance carrier in 
the same line without permission of the 

“The companies claim that the agents 
are independent contractors because they 
are subject to control only as to the re- 
sults and not as to the details of perform- 
ing their functions. We agree. It is clear 
that the right of the companies to exer- 
cise control over the methods and manner 
by which insurance policies are written 
and serviced is not reserved by such gen- 
eral references in the agents’ contracts of 
appointment as ‘under the direction of the 
company.’ Indeed the method of opera- 
tion demonstrates that the agents in- 
volved herein enjoy wide latitude in im- 
plementing the contracts of appointment. 
It is significant in this connection that 
agents choose their working time, main- 
tain their own offices, -hire, discharge and 
direct employes in furtherance of agency 
operations, and represent competing in- 
surance carriers. In addition, agents make 
only limited monthly reports, are not re- 
quired to attend company meetings, set 
their own insurance quotas which are not 
mandatory, and function with little or no 
supervision. Though the manner of com- 
pensating agents is essentially on a com- 
mission basis, the entrepreneurial nature 
of the relationship in question is also evi- 
denced by the fact that ultimate financial 
return is dependent upon the extent to 
which deductions for operating costs re- 
sult in profit or loss. 

“In view of the foregoing and upon the 
entire record, we conclude that the com- 
panies’ insurance agents are independent 
contractors and not employes within the 
meaning of the act. Accordingly, we shall 
dismiss the petition herein.” 

State Farm agents write auto, life and 
fire insurance. The parent company, State 
Farm Mutual Automobile of Blooming- 
ton, Ill., is the country’s largest writer of 
automobile insurance. State Farm Life, a 
wholly owned affiliate, has over $469 mil- 
lion of life insurance in force. 


Employes for SS 


Several years ago State Farm Life 
brought its agents under federal social 
security by qualifying these agents as 
employes within the meaning of the social 
security law. This NLRB decision is 
especially significant, therefore, because 
it implies that classifying an agent as an 
employe under the one law does not auto- 
matically place him in the employe cate- 
gory under the national labor relations 
act. 

This decision would seem a consider- 
able blow to the union’s campaign to or- 
ganize ordinary agents. 


Mass. Mutual Has 
New Agent Contract 


(CONTINUED FROM PAGE 3) 








upon the total carried in all companies 
not exceeding $100,000. 

Vice-president Guest announced a pro- 
tection policy for juveniles which con- 
tinues insurance through life with con- 
tinuous level premiums. The amount of 
Msurance per unit is $250 at age 0, $1,000 
beginning at age one and automatically 
changing to $5,000 on the policy anni- 
versary nearest age 21. The policy is 
offered for issue at ages 0 through 15. A 
special form has been developed for use 
in New York state. 

Harold J. Walter, president of Ux- 
tidge Worsted Co., and a director of 
Massachusetts Mutual, said that heavy 
taxation today prevents a young man 
from building a personal estate other 
than through a life insurance program. 
He said that life insurance enables an 
individual to set up an adequate reserve 
for payment of final commitments and 
estate and inheritance taxes, thus avoid- 
ing the necessity of sacrificing the heart 


of the estate in order to meet these obli- 
gations. Mr. Walter called attention to 
the expanding market due to increased 
interest of business and pension funds, 
group insurance and other fringe benefits. 

Harry I. Davis, general agent at At- 
lanta, received the Perry achievement 
award on behalf of his agency for the 
third time in five years, thus permanently 
retiring the award in his favor. The 
award had been established by the gen- 
eral agents association in 1947 in recog- 
nition of 50 years of service by Bertrand 
J. Perry, retired chairman. The factors 
on which agencies are scored include re- 
sults of established organization, new 
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lu TAKE THE THOUSAND but | wish it were 


more... 


That was the very natural reaction of Mr. 
John Ritchie of Cannon Falls, Minnesota who 
recently beat the mortality table by living to 
see his NWNL whole life policy mature. 

Mr. Ritchie, born in Ireland but a resident 


of Cannon Falls for nearly 70 years, is ap- 
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representatives, new sales, persistency 
and general efficiency and cooperation. 

Following Atlanta, the top four agen- 
cies were Keane, New York City; Jordan, 
Chicago; Robertson, Boston, and Denver. 

Frank W. Howland, general agent at 
Detroit, was elected president of Massa- 
chusetts Mutual General Agents Assn. 
for the year. He succeeds Clarence W. 
Reuling, Peoria. F. J. VanStralen, San 
Francisco, is vice-president, and John E. 
Bromley, Battle Creek, Mich., secretary- 
treasurer. 

The three-day session included talks by 
general agents and officers and panel dis- 
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cussions on policyholders sales and serv- 
ice plans and other field sales manage- 
ment problenis. Mr. Schaaff presented 
trophies to the winning agencies in the 
quota buster contest. Agencies scoring 
the highest percentage quota in their re- 
spective classes were Newark, Brooklyn 
and Wichita. Service awards were pre- 
sented to three veteran general agents 
by Chester O. Fischer, vice-president. 
Recipients were Landon B. Davies, Bal- 
timore, and Mr. Howland, 25 years, and 
Kenney E. Williamson, Peoria, 30 years. 
Past president’s awards were also given 
to 12 past presidents of the general 
agents association. 


wish it were 
more... 


proaching age 95 but an error in his birth 
record made him appear a year older and 
he had been paying premiums on that basis. 
So NWNL gave him a choice of taking the 
$1,000 now or the $1,000 plus interest when 
he actually did attain age 96. 

Fortunately for Mr. Ritchie, a retired black- 
smith and implement dealer whose firm felt 
he should retire when he was a mere young- 


ster of 75, he is financially independent, 


having ample income from other sources. But 


MINNEAPOLIS, MINNESOTA 


in this day of progress in geriatrics, when 
more and more people are destined to become 
nonagenarians and even centenarians, his 
comment ‘'l wish it were more” might well 
give pause fo younger people who are today’s 


qualified life insurance purchasers. 
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The Berkshire “Graded Premium Preferred Life” policy is 
the perfect answer for the young man who is going places 
and wants insurance that’s tailored for growth. This unique 
policy is ideal for the young, select risk, insurance-minded 
whose dollars are limited, because it starts with an excep- 
tionally low premium and builds up slowly to keep pace 
with incomes that are on the rise. It gives full coverage 


now and the time necessary to grow into it cost-wise. 


HERE IS THE ‘STEP RATE’ SCALE THAT MAKES 
THIS POLICY SO UNUSUAL...AND SO SALEABLE! 


Ist Year 50% of ultimate rate 
2nd Year 60% of ultimate rate 
3rd Year 70% of ultimate rate 
4th Year 80% of ultimate rate 
5th Year 90% of ultimate rate 


6th and subsequent years level 
at the ultimate rate 


AN ESPECIALLY ATTRACTIVE COMMISSION SCALE FOR FIRST SIX YEARS 


GRADED 


PREMIUM 
FOR FIRST 
SIX YEARS 





BROKERS AND SURPLUS WRITERS are invited to write 
to the nearest Berkshire General Agent for FREE copies of the 
handy per wep Merchandise Chart which lists the many 
unusual sales opportunities offered by this Company. * * * 
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THE COUNTRY’S MOST FRIENDLY COMPANY 
OFFERS... 


© Modern and attractive agent's and general agent's contracts to those looking 
for a permanent connection. 


e@ Complete line of Life Insurance policy contracts from birth to age 65 with full 
death benefit from age 0 on juvenile policy contracts. ‘ 


© Complete line of Accident and Health policy contracts with lifetime benefits. 


@ Individual Family Hospitalization contracts with surgical, medical and nurse 
benefits. 


© Complete substandard facilities, 
@ Educational program for fieldman. 
Strong, Progressive Company 
Older than 85%, of all legal reserve life 
insurance companies 
COMPANY'S EXPANSION PROGRAM OFFERS 


Openings in California, Illinois, Indiana, Kansas, Michigan, Minnesota, 
Missouri, Nebraska, New Jersey, North Dakota, Ohio and Wisconsin 


NORTH AMERICAN LIFE INSURANCE COMPANY 
OF CHICAGO 


C. G. ASHBROOK, EXECUTIVE VICE PRESIDENT 
NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 























Brower Defends Use of Term Insurance 


(CONTINUED FROM PAGE 1) 





same persons who indiscriminately at- 
tack the one type of contract that more 
than any other represents the essence 
of what we have to sell—often seem 
obsessed with another equally fallacious 
idea. They correctly note an increased 
market for term insurance and then 
promptly jump to the incorrect conclu- 
sion that this is because certain people 
and certain companies are promoting 
term insurance and luring the good citi- 
zens of America and Canada away from 
the cash value concept of life insurance. 
This hardly accords with the facts. 


DEMAND SOURCES 


“The fact is that there has for years 
been a good, if limited demand for term 
insurance, coming, as it continues to 
come, from two sources. One is the 
man who wants and needs insurance of 
greater duration than term, but who can 
not now afford it and who meanwhile 
has a family or business that needs pro- 
tection. He buys term as the first step 
toward ownership of a more permanent 
kind of insurance with investment as 
well as protection features. The other 
demand for term came, and still comes, 
from men who have temporary needs 
that require only temporary life in- 
surance protection. 

“In the years before new economic 
and social factors began to bear on the 
situation, many companies largely ig- 
nored this market. Available term plans 
were inadequate in three senses: First, 
the choice of policy plans was limited. 
Second, the renewal and conversions 
privileges in the plans were insufficient. 
They largely overlooked the fact that 
when a man buys term as an option on 
higher premium insurance, he should 
have a term plan that renews as often 
as necessary and converts when he is 
ready. And last, the term plans offered 
for the most part ignored the basic 
principle that leads to sound underwrit- 
ing—that the agent should be paid pro- 
portionately as well for writing one plan 
of insurance as another. 

“Occidental followed just the opposite 
practice. As a result, we wrote much 
good sound term business and filled a 
public need in doing it. We got more 
than our share of this market, not by 
promoting term over other plans, but by 
offering term plans that were adequate 
in their provisions. 











NEW FORCES 





“Then new forces came along. In the 
past 15 years social security came into 
existence and in the past 10, tremendous 
growth of industry pension plans. Mil- 
lions of our best prospects today have 
willy-nilly had fairly adequate retire- 
ment programs set up for them by the 
combination of these two factors. These 
are men and women who 20 years ago 
would have needed the retirement form 
of insurance and then had more money 
to pay for it. Exit, then, part of the 
market for long-term endowments—but 
not for protection plans. 

“Then some 15,000,000 Americans in 
the best prospect age group marched off 
to war and were proffered national serv- 
ice life insurance. They learned that 
term insurance had its uses—that for 
the young man on his way up, it pro- 
vided a lot of survivorship benefit for 
a little money. A lot of survivorship 
protection was what they needed and 
little money was what they had. Exit, 
then, the fear of term insurance among 
many men. 

“Inflation got in its licks, too. It 
worked two ways. One man said he 
wanted his investments in forms where 
the values would go up with the spiral. 
The other fellow found his income 
didn’t grow as fast as inflation. With 
all the need in the world for retire- 
ment insurance, he had less money to 


— 


put into it. He had reluctantly to take 
lower premium plans as second choice, 
And so, exit another part of the market 
for higher premium plans. 

“Neither last nor least was our grow- 
ing stature as life insurance salesmen 
through programming. We learned how 
to open a man’s eyes to his real needs 
and to show how life insurance could 
cover them. Then when we had encour- 
aged him to plan his dream house, he 
found he couldn’t buy all seven rooms 
at once. He often decided to omit, or 
only partly complete the retirement 
room for ‘himself in order that the rooms 
for his wife and children could be big 
enough to do the job. 

“What grew out of all these forces 
was less an increased demand for term 
than it was a decreased demand for 
higher premium plans, coupled in some 
places with a decreased ability to pay 
for it.” 

Mr. Brower pointed out that an 
agent’s term on the books is a tremen- 
dous asset as yet only partly capitalized, 
He urged greater attention to conver- 
sion for two reasons: (1) The person 
who buys term as a first step to higher 
premium insurance is often able to 
make the conversion earlier than he had 
first anticipated. (2) Many persons who 
buy term for terminating needs find 
later that their needs have changed to 
longer range needs and the term can 
serve these continuing needs when con- 
verted. 

It was announced at the convention 
that Occidental term plans converted to 
ordinary life commercial plans would 
henceforth carry the full first ordinary 
life commission rate in the agent’s con- 
tract. It was also announced that con- 
version could be effected to the new 
low ordinary life rates released at the 
convention instead of to the older, 
higher conversion rates guaranteed in 








YOU'LL FIND 


it profitable to check with us 
when you want to make the bes? 
possible placement of business. 


$1; Billions | 52Billion 
of life insurance in 


in force assets 


If you are a full-time agent of another com- 
pany, see us first for business you will not 
be able to place with your own company. 


Sé 


from coast-to-coast 


policyowners 


BANKERS -2¢/6 COMPANY 
DES MOINES, IOWA 
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the policy. Renewals may also be ef- 
fected at the current lower term rates 
announced at the convention instead of 
those guaranteed in the policy. 

Substantial rate reductions in sev- 
eral of the more popular policy plans 
plus two new policy contracts and a 
revision in a third were announced. 

Actuarial Vice-president C. H. Tookey 
announced both sharp rate reductions 
and increased cash values on the ordi- 
nary life commercial form, which _ is 
Occidental’s most popular straight life 
form. ‘Reductions run from 79 cents at 
age 25, $1.09 at age 35, and $1.90 at age 
45 to $2.65 per $1,000 at age 55. Rate 
reductions were also announced for 20- 
payment life and life paid up at 65. 

Reductions in the five year renewable 
and convertible term rates ranged from 
$1 at age 25 to 30 cents at age 55. Rates 
on other term plans were adjusted to 
make them consistent with the five-year 
C & R which is Occidental’s most pop- 
ular level term plan. 

New ordinary life commercial rates 
are so favorable it will be to the advan- 
tage of converting term policyholders to 
convert to the O.L. commercial form 
rather than the O.L. converted plan for 
which rates are guaranteed in existing 
term policies, Mr. Tookey said. Old 
term policies coming up for renewal 
will be renewed for the next five-year 
period at the new, lower term rates just 
announced. 


Increases Term Commissions 


A commission increase of 10% of the 
premium for term conversions. to ordi- 
nary life was also announced, with the 
full first year commission rate on the 
converted form to apply to converted 
cases now. 

New rates will apply to policies dated 
April 1 and thereafter, Mr. Tookey said. 

A 20-year coupon plan based on life 
paid up at 65, with automatic return of 
premium for death during the coupon 
period, was announced and distributed 
to Occidental club qualifiers together 
with complete sales promotion material. 

Companion policy to the multiple ben- 
efit savings plan is the new extraordinary 
life plan. Also a coupon plan, the ex- 
traordinary life uses ordinary life com- 
mercial as the base policy and matures 
as an endowment in 20 years if coupons 
are not detached. Both policies have a 
$2,500 minimum issue. 

Revision of Occidental’s junior estate 
policy to a participating plan with com- 
petitive dividend scale and _ optional 
choice of endowment life income at 65 
instead of life paid up at 65 when the 
insured juvenile reaches age 21 was also 
announced. Occidental completely re- 
vised its illustrated sales book on this 
plan, first brought out and popularly 
used since 1944 to sell this policy. 


Attended by 265 Persons 


Occidental Life Top Club members 
and their wives, numbering more than 
265 persons, attended the White Sul- 
phur Springs meeting. It was the sec- 
ond meeting of this top section of 
Occidental’s regular production club, 
Los Conquistadores, and membership 
advanced 35 persons to the new high of 
160 qualifiers in spite of an increase in 
requirements for the club year just 
closed. : 

Agency Vice-president William B. 
Stannard opened the Top Club meeting 
with a memorial to the late V. H. 
Jenkins, former vice-chairman and be- 
fore that senior vice-president and vice- 
President in charge of production, who 
headed the Occidental sales force for 
20 years prior to last year. 

Director of Field Training Lester S. 
Roscoe described and presented a new 
visual prospecting device known as the 
show case prospecting plan, including 
the illustrated presentation book that is 
Part of the plan. Presentation of awards 
was made by Mr. Stannard. 

The second day’s session opened with 
W. Lockwood Miller, general manager 
for Canada, in the chair, with Division 
Manager J. Edward Carnal presenting 
two new policy plans and a revised 
third plan, replete with detailed sales 
Promotion material. Tom U. Engelman 
of Occidental’s public relations and ad- 


‘vertising department presented the com- 


pany’s new “Guided Missives” direct 
mail program including two features 
newly incorporated into this home of- 
fice service. The second day’s meeting 
was closed by Walter F. Schmitz, asso- 
ciate superintendent of the accident & 
sickness department. 

H. Dixon Trueblood, director of pub- 
lic relations and advertising, presided at 
the third morning’s session and intro- 
duced General Agent Charles E. 
Cleeton of Los Angeles, president of 
N.A.L.U. Don Lee Hartman, assistant 
group superintendent, outlined popular 
group plans. Mr. Carnal gave a 
resume of Occidental rate book advan- 


tages and competitive features. Home 
Office Supervisor Robert B. Stephenson 
closed the session with a detailed an- 
alysis of the advantages in the Occi- 
dental agency contract. 





To Require Franchise Fee 
for Michigan Insurers 


LANSING, MICH. — A bill to re- 
quire payment by Michigan-domiciled 
insurers of a franchise fee based on 
their assets, is up for final passage in 
the senate. Excluded from the general 
act, however, if it is passed, will be the 
“non-profit” medical care service cor- 


porations. Anew bill has been intro- 
duced to fix their fee schedule at a 
lower rate. 

The tax rate in the main bill is 5 mills 
on capital and surplus, with a formula 
under which the amount of fees is based 
on a ratio of capital assets to business 
done in Michigan but with a 15% floor 
on which the mill tax would always be 
paid. The payment formula for the 
service organizations is on the basis of 
1 cent per “policy” or service contract. 
written, with a ceiling on the total fees 
paid. 





Manufacturers Life has named Geof- 
frey B. Beatty a director. 











“The ‘Luck of 
the Irish’ 
is Working 
for Us” 


Mrs. Jerome P. Gibbons 
St. Paul, Minnesota 


“Jerry and | feel very lucky that we are 

part of the great Minnesota Mutual 

family. To us the insurance business, and 
Minnesota Mutual in particular, is largely responsible for the 
happiness we have today. 


“Jerry had been with the Minnesota Mutual a little over one 
year when we were married. If it hadn't been for his early 
success in the life insurance field, we never would have dreamed 
of taking on the responsibilities of married life that quickly. 
But even then we were able to see brilliant opportunities for 
the future. Today, a year and one-half later, some of those 
visions are beginning to unfold. 


“With the ‘luck of the Irish’ working for us, we have been able 
to realize many of our fondest hopes. Planning our own home, 
buying a lot, and then building the house we've always wanted 
has been a dream come true, and we both realize it is only 
one of the many goals the Minnesota Mutual has helped us 
achieve. Jerry and | are more grateful to Minnesota Mutual 
each day as we see our hopes and dreams for the future 
becoming realities. We feel that the coming years hold great 
promise for us and our son, Danny. His future is brighter 
because of Jerry's work. 


“Of course we are lucky that Jerry is so happy in his work. 





He likes meeting people, talking to them and experiencing the 
gratifying satisfaction that comes from selling life insurance. 
Most of all he likes the wonderful sales tools and materials 
that are given to Minnesota Mutual soles representatives. 
He has found that each and every one of them provide never- 
ending opportunities to expand his business. Las? summer, at 
our annual Regional Meeting, we both became very enthused 
about the Success-O-Graph* and Survivor's Security Rider, 
just one of the many sales tools introduced. It enabled Jerry 
to be top man in his agency in Paid Business for 195}. 


“Jerry and | can’t say enough good things about Minnesota 
Mutual. The fine people in the Home Office and Field Force 
are a continuous source of help and inspiration, and we're 
certain that our pleasant association with the Company must 
be due to ‘the luck of the Irish’.” 


*Registered U. S. Patent Office 


Jerome P. Gibbons became associated with The Minnesota Mutual 
in June, 1949. In 1950, his first full year of business, Jerry paid 
for $234,615 of business. He led his agency in 1951 by pro- 
ducing $434,200 in paid business. He is a member of the 
Company's ‘‘M”’ Club for persistency, having a renewal ratio of 
89.0. Jerry attributes his spectacular selling success fo the 
Company’s Organized Sales Plan with the amazing Success-O- 
Graph*, used exclusively by many Minnesota Mutualites. 


This letter, written by the wife of a Minnesota 


Mutual salesman, is published here as a deserved 


recognition of the enduring contribution she and 


her husband are making toward the continuing 


growth and progress of this Company. 
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LIAMA Speakers Win College Converts 


Dealing daily with that intangible 
known as “news,” one sees many proj- 
ects start off with the greatest promise 
and peter out in the sands of inertia. 
Happily one also comes across those 


projects which actually get rolling and 
turn out to be steady, workable pro- 


grams, successful beyond the expecta- 
tions of those who founded them. An 
energetic and successful project has 
been the speakers’ bureau of L.I.A.M.A. 
through which thousands of college and 
university students throughout the coun- 
try are learning about life insurance. 
Through this bureau the life insurance 
industry offers talks by its leaders to 
classes and student groups on campus. 
The service was originated two years 
ago by the L.I.A.M.A. relations with 
universities committee. The premise was 
that almost all students will be buyers 
of life insurance and should be given the 
opportunity to learn more about the 
part life insurance plays in social and 
economic life. The program also-aims to 
give students more information about 
career opportunities in the business. It 
is probably the only such project ia 
American business receiving the support 
of more than 200 companies and it has 
been enthusiastically accepted by edu- 
cators, 


One of the reasons this undertaking 
has been so successful is that it is made 
easy for a school to obtain a speaker 
when and where it wishes. Speaking 
engagements are scheduled at associa- 
tion headquarters where requests from 
colleges are received. L.I.A.M.A. has 
sent out an attractive brochure describ- 
ing the service to colleges all over the 
country. This brochure has brought a 
heavy demand for speakers. Officers of 
member companies volunteer as speak- 
ers. In its two years of operation the 
bureau has scheduled many home office 
agency executives as well as chairmen, 
presidents and financial officers. 


The speakers are provided prepared 
speeches on which they may elaborate. 
The first is “Design for Living,’ which 
explains the philosophy and history of 
life insurance. Other subjects include 
the economics of life insurance, how 
insurance works and the opportunity for 
careers in the business. Speakers are 
furnished with outlines first used suc- 
cessfully in a test run at Dartmouth by 
Charles J. Zimmerman, L.I.A.M.A. man- 
aging director. 

Some of the speakers have appeared 
before business administration classes, 
others have presented a series of lec- 
tures and others have contributed at 


career clinics attended by all interested 
students. The reactions from college 
teachers and administrators have been 
overwhelming. There is no_ specific 
measure by which the success of this 
program can be gauged but unquestion- 
ably it has had a favorable effect both 
in impressing young men and women 
with the necessity of including life insur- 
ance in their future financial programs 
and there are known cases where it has 
helped in filling the insatiable need the 
life companies have for young college 
people in all phases of their operations. 

The committee on relations with uni- 
versities is painfully aware of the lack 
of life insurance information which is 
found in most college curriculums. 
Books on economics often either do not 
include life insurance information or 
deal with the subject very briefly. Life 
insurance courses were not available in 
many colleges until recently. With such 
facts in mind, last year a meeting of the 
deans of business administration schools 
was held at L.I.A.M.A. headquarters at 
Hartford and will be held again this 
spring. This conference provides an 
opportunity for the life insurance com- 
panies to learn the problems of a busi- 
ness school in establishing insurance 
courses and provides the deans a pic- 
ture of the insurance resources available 
to colleges. 

Another program designed to effect 
improvement in the same areas was 
started last year and is rescheduled for 
1952. This is a summer fellowship pro- 
gram for insurance professors under 
which 17 teachers last year spent from 
four to six weeks in home offices of 
member companies of the association 
gaining first-hand knowledge of the 
operations of the company. 

Other work of the committee includes 
research to determine interest in con- 
sumer courses in insurance in universi- 
ties, a study on selected campuses in 
administration of the aptitude index, 
surveys of the college recruiting expe- 
rience of all American business as it 
applies to life insurance. 

Several years ago the committee pub- 
lished a book, “Getting Our Share of the 
College Crop,” which gave many com- 
panies new ideas and some _ other 
companies their first ideas about the re- 
cruiting of college graduates. Another 
book published by the committee was 
“Let’s Look at Life Insurance,” a 
widely used career-presentation booklet. 

In other words, here is a committee 
that is refreshingly active in every sense 
of the word. 


PERSONALS 


Walter N. Hiller, Penn Mutual, Chi- 
cago, chairman of the Million Dollar 
Round Table, led the life insurance 
discussion for the women’s finance 
forum of Elkhart, Ind. Almost 400 
women attended the session, one of 
five weekly meetings, to instruct 
women in finance and investment. 

Edmund Fitzgerald, president of 
Northwestern Mutual Life, returned 
this week from a short trip to France. 
He made the voyage both ways by sea. 

James A McLain, president of Guard- 





ian Life, has been elected a trustee of 
— Savings Bank of New York 
ity. 


Paul Jernigan, Penn Mutual general 
agent at Wichita, is taking several 
weeks’ rest at his home on his doctor’s 
orders, as the result of a heart attack. 
He is reported making fine progress 
toward full recovery. 

Ed Clithero, Home Life, Topeka, was 
honored by Topeka Life Underwriters 
Assn. for completion of 50 years in life 
insurance. Wayne Randall, Osage City 
banker, was the speaker. 

James P. Heinen, manager of Pru- 
dential district 5 at Milwaukee, was 
honored March 22 for completing 35 
years with the company. A presentation 
was made by William T. Lynch, second 
vice-president district agency depart- 
ment. Mr. Heinen started at the Mil- 
waukee office as an agent in 1917, and 
has been district manager since 1926. 

Grant Taggart, California - Western 
States Life, Cowley, Wyo., has quali- 
fied for the Million Dollar Round Table 
again. He has qualified every year since 
1933 and first qualified in 1925. 

Asa V. Call, president of Pacific Mu- 
tual Life, has been named general chair- 
man for southern California. for “Invest 
in America Week,” April 27-May 3. 

Carrol M. Shanks, president of Pru- 
dential, was the first recipient of the 
new “Business Statesman of the Year 
Award” which will be presented annu- 
ally by the Sales Executives Club of 
Northern New Jersey. 

W. R. Parr, supervisor of sales educa- 
tion of Manufacturers Life, was a fea- 
tured speaker at the annual meeting of 
Canadian Assn. of Broadcasters at To- 


DEATHS 


JAMES E. MECUM, 59, supervisor 
for National Fidelity Life at Kansas 
City since 1942, died there. 

WILLIAM G. WATTSON, 85, re- 
tired district manager of Sun Life, died 
at the home of his daughter at Rich- 
mond,, Va 

H. RUPERT BAIN, 54, Toronto fin- 
ancier and former president of National 
Life of Canada, died in Mexico. A mining 
broker, he became a millionaire at 38. 

FRANK J. MULLIGAN, 68, who 
was president of the New York City 
Life Underwriters Assn. in 1933-34, died 
at a convalescent home in Brooklyn. 
He had been an agent for more than 
30 years and before that was in the ad- 
vertising business. At the time of his 











cabees in New York City and had: been 
with a number of other companies as 
agent and supervisor. Although in re- 
tirement because of ill health, he was 
among the past presidents of the New 
York association who were honored 
at the annual dinner March 13. 

HARRY E. BARLOW, 68, general 
agent for Connecticut General Life, died 
recently at Penn- 
sylvania hospital, 
Philadelphia. Mr. 
Barlow joined the 
company as a gen- 
eral agent at 
Springfield, Mass., 
in 1913. In 1950, 
when the Spring- 
field agency was 
converted toa 
branch office, he re- 
turned. to personal 
production as 
a_ general agent. 
He is past presi- 
dent. of the West- 
ern -Massachusetts Assn. of Life Under- 
writers, and the Springfield General 
Agents & Managers Assn. 


MARSHALL B. WOODSON, SR., 65, re- 
tired Prudential agent at Louisville, died 
at his home there. 


E. Barlow 


Harry 








Mich. Department Funds 
May Be Materially Reduced 


Michigan department officials fear 
the legislature’s emphasis on economy, 
induced ,by a mounting general fund 
deficit, will disrupt Commissioner 
Navarre’s reorganization and expansion 
program and may actually result in 
some curtailment of services. 

The house ways and means commit- 
tee’s version of the appropriation bill 
would, if adopted, result in cutting de- 
partmental personnel by some 7% or 
8%. By reducing provision for number 
of employes and classes, as of July 1, 
it is feared that some serious curtail- 
ments must follow. No provision is 
made in the amended bill, as an in- 
stance, for mathematical work on rate 
regulation. 

Even the primitive quarters in which 
the department is now housed, due to 
the state office building fire of Feb- 
ruary, 1951, would be reduced under a 
provision cutting by 50% the allowed 
rental to Michigan State College for 
the Quonset hut type buildings now 
occupied by the department. 





Tells How to Promote Good 
Employer-Employe Relations 


John P. Morgan, methods analyst of 
California-Western States Life, is the 
author of a five-page article in the 
Office Executive for March describing 
the methods of his company in receiving 
and educating new company employes 
in a way that gives them a favorable 
impression of their employer. Two 
pages in the article are devoted to a 
check list of specific suggestions for a 
first 10-day program of building up a 
favorable employer-employe _ relation- 
ship. 





Canada Life has opened a_ second 
branch office in Winnipeg, and appoint- 
ed Ralph F. Mindell branch manager 
there. Mr. Mindell has been with the 


retirement a year ago he was with Mac- company since 1936. 
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Prudential in Top 100 


Prudential was the only life com- 
pany included in the list of 100 top 
magazine and broadcast advertisers in 
1951 as announced by Leading National 
Advertisers, Inc. Prudential was No. 69, 
with a total of $1,991,629 total expendi- 
ture of which $543,793 was spent in 
newspaper advertising. All those in the 
top 100 spent $1% million or more. 
Prudential occupied the same relative 
pasition in the list of the 100 top na- 
tional advertisers for the years 1948- 
1951. Prudential’s top year of ex- 
penditures for advertising was 1949 with 
$2,497,629. 





New York Life's Donors 


Employes of New York Life 
record for firms in the New 
metropolitan area by contributing 531 
pints of blood to the Red Cross. The 
donations exceeded the previous high 
of 445 pints for a three-day visit by a 
Red Cross bloodmobile unit. Here is 
real flesh and blood public relations. 


Equitable Group Is 35 


One realizes that either he or group 
ifsurance is growing old with the joint 
celebration by Equitable Society and 
Rockwood & Co., Brooklyn chocolate 
manufacturer, of the 35th anniversary of 
one of the earliest group life plans in 
the U. S. The plan was installed in 1917 
when Rockwood had 125 employ es and 
the group business was in its infancy. 
During the 35-year period, the Rock- 
wood Co. roster has increased to 1,400 
and Equitable has paid $292,799 in life 
insurance benefits to Rockwood em- 
ployes and their families. 


Tells How to Hit Inflation 


Harry J. Stewart, president of West 
Coast Life, told the Los Angeles 
CL.U., Los Angeles managers, Million 
Dollar Round Table members and mem- 
bers of the California Quarter Million 
Dollar Round Table that each life pol- 
icyholder should be fully informed of all 
the facts concerning inflation. He de- 
fined inflation as a period in which there 
is too. much money available and held 
that the cure for it is to check the in- 
crease in the monetary supply. He said 
the life companies are doing a good job 
under the voluntary credit restraint pro- 
gram. 


set a 
York 











Safety Congress Participants 

Several life men are participating in 
the annual convention and exposition 
of Greater New York Safety Council. 


These include Thomas J. Berk, assistant 
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Margaret Sinnott, 
Kathleen K. Devine, 
health and welfare division; W. Gra- 
hame Cole, assistant secretary, and J. 
J. Donlan, assistant staff supervisor, all 
of Metropolitan, and Sheldon R. Frye, 
resident manager of Fordham Hill, Equi- 
table Society housing development. 


Nearly 200 Attend Zone 5 
Gathering at Dallas 


Nearly 200 persons attended the zone 
5 meeting of National Assn. of Insur- 
ance Commissioners at Dallas. Graves 
of Arkansas, zone chairman, presided. 

Only five items on the heavy agenda 
were brought up for discussion, and 
only one of these pertained to the life 
insurance men. This was a suggestion 
for extending hospitalization to cover 
convalescents and nursing homes. 
A. & H. spokesmen in attendance op- 
posed this as being impractical. 

In a “farewell message,” Joe P. 
Gibbs, Texas casualty commissioner 
who retires March 31, expressed alarm 
over the “heavy hand of inflation which 
is catching up with us,” and urged his 
colleagues in the business to approach 
the problem realistically. 

In addition to Graves, those attending 
were Sullivan of Kansas, N.A.I.C. presi- 
dent; Kavanaugh of Colorado, Laugh- 
lin of Nebraska, Apodaca of New 
Mexico, Dickey of Oklahoma, Taft of 
Wyoming, and Butler, Brown and 
Gibbs of Texas. Visiting commissioners 
from other zones were Martin of 
Louisiana, Murphy of South Carolina, 
Navarre of Michigan and Viehmann of 
Indiana. 


safety; 
Mrs. 


director of 
head nurse; 





Revise Pa. License Setup 


Commissioner Leslie of Pennsylvania 
has announced changes in the procedure 


for issuing brokers’ licenses. Here- 
after, the department will be able. to 
issue renewal brokers’ licenses on the 
day following receipt of applications. 


Request for certification of the authority 
of brokers will be completed and _is- 
sued on the date of receipt. 

The department has discontinued pub- 
lication of its brokers’ bulletin, and has 
made arrangements for publication of 
licensed brokers by American Under- 
writer of Philadelphia and United States 
Review of Philadelphia, the department 
making available daily the names of 
brokers licensed for publication in those 
magazines. The changes will result in 
a saving to the department of $8,000 
annually. 





Golden State Mutual Life has named 
Ralph O’Hara Lanier, president of 
Texas Southern University and former 
United States minister to Liberia, to 
the board. 











——_ 


Principals on the small companies committee of L.I.A.M.A. pictured during the recent 
meeting of their group at Chicago. From the left they are Charles H. Heyl, agency vice- 
president Bankers Life of Nebraska; Kenneth B. Hamer, vice-president Pan American 


Life; James E. Scholefield. vice-president North American L. & C., 


& A. Messrs. 


Haller, vice- president United L. 


and William D. 


Heyl. Hamer and Haller are new mem- 


bers of the committee. while Mr. Se holefield retired at the spring meeting as chairman. 











N. Y. Cunsiies Gentes 


The New York joint legislative com- 
mittee on insurance rates and regula- 





tion was given "$40, 000, an increase of 
$5,000, and continued for another year 
by the legislature. 








Unusually Attractive 
Home Office Opening 


A billion dollar life company is looking for a qualified 
man in the 30-40 year age bracket, to assume the 
immediate supervision and promotion of its complete 
and integrated training program now in use by its field 
force. A CLU with field experience preferred. Ability 
to think, plan, teach and write mandatory. Ample op- 
portunity for future advancement. 


Complete cooperation will be given man chosen by all 
home office associates. Give full information when writ- 
ing, including starting salary required. Replies will be 
held strictly confidential. 


Write Box K-31, The National Underwriter, 
Jackson Bivd., Chicago 4, Ill. 


175 W. 
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Do You Need More Hours 
In Your Business Day? 





Temporary, outside counsel and assistance 
is often the solution when the pressure of ad- 
ministrative routine leads to postponement 


of a needed management improvement. 


The firm offers such counsel, backed by the experi- 
ence gained in over forty years of professional service. 


GRIFFENHAGEN & ASSOGIATES 


Consultants in Management since 1911 


CHICAGO 
DALLAS 


NEW YORK 


LOS ANGELES MILWAUKEE 





WASHINGTON 
MONTREAL 


BOSTON 


Ups Walker, Griffin 


Northwestern Mutual Life has pre- 
moted Roe Walker and Willard H. 
Griffin, assistant directors of agencies, 
to superintendents of agencies. 

Mr. Walker joined the company at 
DeKalb, IIl., in 1934, and became dis- 
trict agent at Bloomington, IIl., in 1939. 





Roe Walker W. H. Griffin 


Following a record year at Blooming- 
ton, he was transferred to the home of- 
fice as assistant director of agencies. 
Mr. Griffin joined the company at his 
father’s agency at Manchester, N. H., in 
1937. He was appointed assistant direc- 
tor of agencies in 1948. 


Haywood, Hungerville Are 
Advanced by John Hancock 


John Hancock has promoted Denzel 
J. Haywood and Maurice F. Hunger- 
ville, district administrative supervisors, 
to supervisors of agencies. 

Mr. Haywood joined the company at 
Youngstown, O. He became manager 
and regional supervisor there before 
transferring to the home office as dis- 
trict administrative supervisor in 1950. 





Mr. Hungerville has been with the 
company since 1924. He was training 
and office supervisor at Waterbury, 


Conn., and office supervisor at Great 
Falls, N. Y., before becoming assistant 
manager of records in the agency de- 
partment in 1931. He was appointed as- 
sistant manager of the department in 
1946, and district administrative super- 
visor in 1950. 


Behling Publications Head 
for Northwestern Mutual 


Northwestern Mutual Life has ap- 
pointed David J. Behling to the new 
office of director of 
field publications. 
In his new position 
Mr. Behling will 
also succeed Urban 
H. Poindexter as 
editor of “Field 
Notes.” He will 
also edit “North- 
western Mu- 
tual Notes” for 
policyholders. 

Mr. Behling 
joined the com- 
pany in 1927, and 
since 1945, he has 
been associate edi- 
tor. He has also been active in the 
agency department program directed to- 
ward interesting college graduates in an 
insurance career. Mr. Poindexter will 
retire after 41 years with the company. 








David J. Behling 





Northwestern Appoints Four 


Northwestern Life of Seattle has ap- 
pointed J. E. Riley assistant secretary; 
Irby Olson, manager of claims; John 
H. MacDonald, assistant manager of 
claims, and Strato Zournalis, manager 
of the actuarial department. 


Nelson Succeeds Kraus 


Colonial Life has elected Richard D. 
Nelson as vice-president and treasurer, 








Colonial director, has been vice-presj- 
dent of Equitable Securities Corp. of 
New York City. 

F. S. Sundermann, president of the 
‘Cravenette Co. of Hoboken, N. J., was 
elected to the Board. 


Pacific Mutual Appoints 
Garfin, Helphand, Ockels 


Pactfic Mutual Life has named Louis 
Garfin associate actuary, and promoted 
Ben J. Helphand to associate actuary 
and Forrest Ockels to assistant actuary, 

Mr. Garfin has been with the Ore. 
gon insurance department. Mr. Help- 
hand went with the company from the 
South Carolina insurance department in 
1937. Mr. Ockels has been with the 
company since 1946. - 








Burnett, Sibley New Pacific 
Mutual Vice-Presidents 


Pacific Mutual Life has appointed T, 
S. Burnett financial vice-president, and 
Fred S. Sibley agency vice-president, 

Mr. Burnett joined the mortgage loan 
department in 1928, became manager 





Fred S. Sibley 


there in 1937, and vice-president in 
1946. Mr. Sibley joined the company 
in 1949 as administrative assistant for 
sales training and promotion. In 1950, 
he became superintendent of agencies, 
The company has also appointed 
Stephen S. Taft secretary of the group 


T. S. Burnett 


— fine Business Stationery 
is Watermarked 


Fox River 


y ‘> 


Say it" on Fox River cotton-fiber paper, and it 
will always be there! Cotton-fiber assures per- 
manence for policies, special settlements, office 
forms, all vital correspondence. Hardest file- 
handling hardly shows. Stays white for years 
. «has that currency-feel that makes an impres- 
sion of stability. Ask your printer for bond, 
onion skin, or ledger samples... . or write 
FOX RIVER PAPER CORP., Appleton, Wisconsin. 

Makers of fine papers since 1883. 











A Capable Man 


preferably with some Home Office admin- 

istrative experience in Group Accident and 

Sickness Insurance with knowledge of 

Underwriting and Claim proceedure for 

. « Special Risk Division . . . Accident 

and Health Department of a large Insur- 
ance Agency in Harrisburg, Penn., capable 

of assuming complete charge. In applying 

give outline of experience and salary ex- 

pected. All applications will be treated in. 
strict confidence. Address K-70, The Na=: 
tional Underwriter, 175 W. Jackson Blvd., 

Chicago 4, Illinois. 














Conr 


Adv« 


Connec 
ed Ewart 
intendent 
ness, Jr., 
Russell a 
Martin | 
counts. 

Mr. W: 
He becai 


E. G. W 


junior bi 
and later 
mund ag 


arial dep: 





J. LL. F 


the annu 
of years 
tuarial a 
went wit 
Ind., in 
there in. 
was app 
agency a: 

Since | 
ment in 1 
ited with 
lating ec 
and in at 


Fowle: 


Atlanti 
owler 
was forn 
fore that 
general a 


First N 

First ] 
named R 
1948, Mr 
of Life 
business 


Ackerr 


Lauren 
school o 
Universit 
meeting | 
& Trust 
Retireme: 
Pension ?’ 
of the p 
furnished 











1 Louis 
‘Omoted 
actuary 
ictuary, 
e- Ore- 
_ Help- 
om the 
nent in 
ith the 


cific 


ited T, 
nt, and 
lent. 

ze loan 
anager 





ett 


nt in 
npany 
nt for 
1950, 
cies, 
ointed 
group 











March 28, 1952 


LIFE INSURANCE EDITION 


13 











department; Rutledge Bray assistant 
secretary of group; Edward M. Urich 
assistant secretary; Henry H Childress 
counsel; T. L. Lowe manager of mort- 
gage loans, and Lester Pando manager 
of the real estate division. 


Connecticut Mutual 
Advances Four 


Connecticut Mutual Life has appoint- 
ed Ewart G. Walls, Jr., assistant super- 
intendent of agencies; Paul T. Hark- 
ness, Jr., assistant actuary; James L. 
Russell assistant agency secretary, and 
Martin E. Alvord supervisor of ac- 
€ 





ounts. ng? 
Mr. Walls joined the company in 1938. 
He became conservation manager and 





E. G. Walls, Jr. P. T. Harkness, Jr. 


junior brokerage manager at Chicago, 
and later, acting manager of the Sieg- 
mund agency at Los Angeles. Follow- 
ing army service, he was appointed gen- 
eral agent at Chicago, and transferred 
to Los Angeles as assistant general 
agent. Last year, he was named man- 
ager of brokerage development at the 
home office. 

Mr. Harkness has been in the actu- 
arial department since 1932. He headed 





M. E. Alvord 


J. L. Russell 


the annuity department for a number 
of years before his advancement to ac- 
tuarial assistant in 1949. Mr. Russell 
went with the company at Fort Wayne, 
Ind., in 1937. He became supervisor 
there in 1942, and manager in 1944. He 
was appointed to the home office as 
agency assistant in 1946. 

Since joining the accounting depart- 
ment in 1920, Mr. Alvord has been cred- 
ited with introducing the use of tabu- 
lating equipment in billing premiums 
and in auditing agent reports. 





Fowler Rejoins Atlantic 


Atlantic Life has named G. Garland 
Fowler agency director. Mr. Fowler 
was formerly with Franklin Life. Be- 
fore that he was with Atlantic Life as 
general agent at Tabor City, N. C 





First Nat'l Names Croydon 


First National Life of Phoenix has 
named R. B. Croydon actuary. Since 
1948, Mr. Croydon has been secretary 
of Life of Alberta. He entered the 
business with Great-West Life. 








Ackerman at New Haven 


Laurence J. Ackerman, dean of the 
school of businéss administration of 
University of Connecticut, spoke at a 
meeting of Corinecticut Life Insurance 
& Trust Council at New Haven on “Is 
Retirement More Than the Bread of 
ension?” His recently completed study 
of the pension plans of 400 companies 
furnished the material for his address. 


YUM 





Mehr and Cammack Authors 
of New Insurance Textbook 


“Principles of Insurance,” a new text- 
book written by Robert I. Mehr, in 
charge of the University of Illinois in- 
surance curriculum, and Emerson Cam- 
mack, also of the insurance faculty, seeks 
to develop principles which can be used 
by the buyer in understanding any in- 
surance contract or any insurance prac- 
tice with which he comes in contact. 


While intended primarily as a text 
for general insurance education or for 
students intending to enter insurance, 


the book contains much of interest and 
value to business men in general. A 
section is concerned with planning for 
insurance needs. It presents planning 
problems in both life insurance and fire 
and casualty protection realistically from 
the point of view of the buyer, at the 
same time demonstrating the services 
which the professional insurance agent 
can offer to his clients. 





Lincoln Income Life has promoted 
Robert E. Pender, assistant claim su- 
pervisor, to supervisor to succeed 
Charles E. Schloemer, who has resigned. 


Halos Donate Car This Year 


The Halo Club of United Benefit Life 
recently presented an automobile to the 
Omaha Visiting Nurses Assn. as its 1952 
contribution to charity. Last year, it 
aided the Children’s Memorial hospital. 





Benson Ohio U. Speaker 


Judd C. Benson, manager of the home 
office agency of Union Central at Cin- 
cinnati, will address the Insurance So- 
ciety of Ohio State University at Co- 
lumbus the evening of April 14 on “Life 
Insurance in the New Economy.” 








New insurance sold (All-time high) 
Insurance in force (All-time high) 


POINTS or INTEREST 
FROM OUR 1951 REPORT 


~~ ke fF 


* 


Payments to policyholders and beneficiaries 


$72,260,112, or a working day 


~ average of $287,889 
* 
Net rate of interest earned on total invested funds was 3.26% 
* 
Increase in Assets . . . . . . . $ 76,615,488 
Increase in Surplus Funds. . . . .$ 3,849,646 
Increase in Insurance in Force . $211,093,889 


* 


Payments to policyholders and beneficiaries since, organization 
$1,557,100,000 of which $390,879,000 was dividends 


* 


Every working day in 1951 over 1,500 income checks were for- 
warded to policyholders and beneficiaries from matured life 
insurance policies and annuities and for disability benefits. 

Payments of this type for the past two years were: 


1950 362,958 checks for $29,807,167 
1951 378,203 checks for $32,355,389 
* 
Progress during the past four years 1948-1951 
End of Liabilities 
Year Assets and Reserves Surplus Funds 
1948 $1,234,396,623 $1,165,433,055 $68,963,568 
1949 1,312,915,311 1,237,962,482 74,952,829 
1950 1,395,228,964 1,312,626,967 82,601,997 
1951 1,471,844,452 1,385,392,809 86,451,643 


A copy of our 100th Annual Report will be mailed on request 


_Javrachurel Malual 


ORGANIZED 18513 
Owned by its policyholders — operated for them 


Now In Our Second Century of Service 


$ 349,821,672 
$3,373,293,150 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 
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Registered Life Protection 


Republic National 


Life Insurance Company 


Thee. P. Beasley, President Home Office: Dallas 


Life insurance in force exceeds $360,000,000.00 











LIFE AGENCY CHANGES 





Prudential Names Zydiak to 
Head New Mobile Agency: 
Transfers Tally, Wright 


Prudential has established a new 
agency for southwestern Alabama and 
northwestern Florida at Mobile, and 
appointed William D. Zydiak manager 
there. 

L. Cottrell Tally,,manager at Colum- 
bia, S. C., has been transferred to 
Jacksonville, Fla., succeeding George 
W. Carter, who has retired. Carroll B. 
Wright, southern regional manager, will 
replace Mr. Tally at Columbia. 

Mr. Zydiak became assistant manager 
at Roanoke, Va., in 1947, the same year 
he joined the company. In 1949, he was 
sent to the home office as associate re- 
gional manager. Mr. Tally joined the 
company at Jacksonville in 1936, and 
subsequently became regional manager 
at the home office. He returned to the 
field in 1947 as manager at Columbia. 
Mr. Wright began with Prudential at 
Jackson, Miss., in 1944, and became su- 
pervisor there, before transferring to 
the home office as regional manager. 
Mr. Carter has been with the company 
since 1922. 





Mutual Benefit Names Tebow 
General Agent for Alabama 


Mutual Benefit Life has promoted 
Robert R. Tebow, supervisor of the 
Earls agency at 
Cincinnati, to gen- 
eral agent for Ala- 
bama succeeding J. 
Winthrop Ran- 
dolph. 

Mr. Trebow en- 
tered the business 
with Aetna Life in 
1946, and advanced 
to supervisor be- 
fore joining Mutual 
Benefit in 1951. He 
is a graduate of 
Ohio State Univer- 
sity and a vet- 
eran. 





Robert R. Tebow 





Gillaugh Replaces Corwin 
for New England at Dayton 


New England Mutual Life has named 
Thomas H. Gillaugh manager at Day- 
ton, O., to replace Clarence A. Corwin, 
general agent, who has returned to 
personal production as associate general 
agent at Springfield, O. Mr. Gillaugh 
entered the business in 1947. He is a 
director of the Dayton Assn. of Life 
Underwriters. 





Peoples Life Promotions 


Peoples Life of D. C. has promoted 
‘CC. N. Reynolds, staff superintendent at 
Danville, Va., to field superintendent, 
southern division. 

I. E. Cahill, Danville; N. W. Hughes, 
Newport News, and J. A. Haynie, 
Tappahannock, Va., have been promoted 
to staff superintendents. 





Names New Group Men 


Bankers Life of Iowa has named 
Gerald R. Skogmo group representative 
at Pittsburgh, and Charles A. Mehl 
group representative at Houston. Mr. 
Skogmo was formerly with Northwest- 
ern National Life at Minneapolis, and 
Mr. Mehl was formerly with Aetna Life 
at Portland, Ore. 


Morley Goes with Todd 


Francis W. Morley, Jr., has joined 
John O. Todd as vice-president of the 
Todd Planning & Service Co., Chicago, 
a pension corporation formed last year 
by Mr. Todd. Mr. Morley has been 
agency assistant and production man- 
ager of the Kaufman agency of North- 
western Mutual. -He has been with that 





agency for six years, five of which were 


with Mr. Todd, who was formerly gen- 
eral agent. 

Mr. Morley is a war veteran, a grad- 
uate of the University of Michigan and 
the Purdue marketing course and a 


C.L.U. He has been a speaker at many, 


association meetings. He will assist 
Mr. Todd also in Pension Service, Inc, 
which provides administrative service. in 
the pension field. 





Appoint Mills Manager 
at Columbus for Great-West 


Great-West Life has appointed Paul 
S. Mills as manager at Columbus, O. 
He succeeds the 
late Robert C. 
Searle. 

Mr. Mills join- 
ed the company 
in 1948 at Lan- 
sing, Mich., and 
Was appointed su- 
pervisor at In- 
dianapolis in 1949. 
He is a graduate 
of Indiana _ State 
Teachers College 
and Harvard. Be- 
fore joining the 
company, he was 
assistant professor 
of insurance and accounting at Michi- 
gan State College. He has lectured at 
Butler University. 


U. S. Life Names Two 


United States Life has named Edwin 
W. Snow and William J. Kissane, Jr., 
group representatives for New York 
City. Mr. Snow is a graduate of Boston 
university, and Mr. Kissane was gradu- 
ated from Manhattan university. Both 
have been in the business two years. 


Ray Named at Lubbock 


Ben F. Ray, who entered life insur- 
ance work eight years ago, has been ap- 
pointed Lubbock, Tex., general agent 
of Southern National Life of San 
Antonio. He has a record of successful 
production. 


L.LA.M.A. Combination Class 
Channels Fines to Orphans 


The following were elected officers of 
the L. I. A. M. A. class in agency man- 
agement for combination company per- 
sonnel just completed at Williamsburg, 
Va.: President, Thomas Jory, sales train- 
ing supervisor, London Life; vice-presi- 
dent, William Wilson, district manager, 
Equitable of D. C., Cleveland; secretary, 
Maxwell R. Forster, district manager, 
John Hancock, Harrisburg, and treas- 
urer, Clinton H. Pearson, district man- 
ager, Life of Georgia, Nashville. 

There were 75 managers and home 
office executives of 17 companies at the 
school. Fines for tardiness and similar 
misdemeanors for the class were not in- 
vested in the traditional cocktail party 
but were sent by the class with an addi- 
tional cash contribution to the Berry Rob- 
inson home for boys, a non-sectarian 
orphanage at Norfolk. This was to pay 
for a trip by the lads to Williamsburg 
for a grand tour of the colonial town. 





Paul S. Mills 

















Metropolitan Correction 


In a table carried in the March 14 edi- 
tion of THE NATIONAL UNDERWRITER the 
amount of federal income tax paid in 1951 
by Metropolitan Life was shown as $4,- 
665,704. This is actually the approxi- 
mate figure for tax on industrial business 
only. The correct total tax figure is 
$16,691,747. 


New Retail Credit Office 


Retail Credit Co. has appointed Rob- 
ert H. Smith manager of the new 
branch office at Fayetteville, N. C. Mr. 
Smith was formerly assistant manager 
at Louisville. He has been with the 
company since 1940. 
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Phoenix Mutual Wins Pleas 
for New Hartford Building 


Phoenix Mutual Life won permission 
to construct a home office building on 
land adjacent to St. Joseph’s College, 
West Hartford, Conn., after six months 
of hearings and petitions before the 
town council. 

The company estimates that the build- 
ing, to be situated on a 60-acre site on 
Asylum avenue, will cost over $2 mil- 
lion. No construction date has been set. 





Court Approves Pacific 
Mutual Life Mutualization 


Mutualization proceedings of Pacific 
Mutual Life yesterday received approval 
from Judge Nourse of Los Angeles 
superior court. In denying a writ of man- 
date sought by dissenting stockholders 
the court upheld the action of the Cali- 
fornia insurance commissioner, who in 
September, 1950, had approved the plan 
whereby Pacific Mutual policyholders 
will ultimately own the company. The 
mutualization plan, which has repeatedly 
been approved by the company’s policy- 
holders, was opposed solely by repre- 
sentatives of a group of stockholders in 
the old, predecessor company. 


Empire L. & A. Is Host 


Empire Life & Accident of Indiana- 
polis on Thursday was host at an in- 
formal open house at the company’s 
new home office building at 2804 North 
Meridian street. The building, which 
was only recently completed, is now oc- 
cupied and functioning as the home 
office quarters. 


Eastern Life Notations 


Eastern Life will mark its 25th anni- 
versary at a dinner at New York City 
in May. Dividends of 20 cents per 
share will be paid April 20 to stock- 
holders of record April 1. The com- 
pany now issues non-medical coverage 
to $10,000 for ages 20-40, and to $7,500, 
ages 41-45. 


Life & Casualty Investment 


Life & Casualty has purchased for 
about $700,000 the 15-story Nashville 
Trust Co. building. Guilford Dudley, 
Jr, president, says the company pur- 
chased the building for investment pur- 
poses only, and that no offices of the 
company will be located there. 

















New York C.L.U.s Plan 
Social, Economic Forum 


General Leslie R. Groves, vice-presi- 
dent Remington Rand, Inc., and former 
head of the Manhattan Project; Benja- 
min J. Buttenweiser, former assistant 
high commissioner for Germany and re- 
cently appointed consultant to the state 
department, and Robert S. Byfield, 
economist and member of the New York 
Stock Exchange, will be featured speak- 
ers at the 12th annual forum on current 
economic and social trends sponsored by 
the New York City chapter C.L.U,, 
April 17. 

_Roswell W. Corwin, general agent 
New England Mutual Life, will be gen- 
eral chairman, and Harold M. Stewart, 
executive vice-president Prudential, will 
be moderator. 





Misrepresentation Costs License 


The agent license of John S. Mc- 
Kean, Belleville. has been revoked by 
Director Day of I!linois. McKean spe- 
cialized in life insurance solicitation 
in the vicinity of Highland, Belleville 
and neighboring communities. Wit- 
nesses at the hearing disclosed that 
misrepresentations were made by Mc- 
Kean that the policies of an assessment 














life company were not subject: to as- 
sessment when in fact they were, an 
also that much larger guaranteed cash 
values and interest accumulations were 
promised to policyholders than were 
actually provided for in the policy con- 
tracts. 


Fred C. Becker, Great-West Life; 
Kendrick C. Hawkes, Mutual Life; Del- 
bert C. Roberts, Minnesota Mutual Life, 
and George C. Harrison, Canada Life, 
participated in a panel led by Joseph F. 
Habegger, Northwestern Mutual Life, 
at a meeting of the Seattle managers 
association. 





Cover U. of Wis. Employes 


A group life plan for the 3,200 civil 
service employes of University of Wis- 
consin has been worked out by the 
university administration and its Em- 
ployes’ Assn. The plan, with a basic 
$2,000 life policy, is being underwritten 
by Mutual Service Life and was de- 
veloped by W. A. Millar of Madison. 


Philadelphia C.L.U. Panel 


The problems of the substantial estate 
owner will be discussed from the view 
of the prospect, insurance agent, attor- 





ney, accountant, and trust officer, at the 
planned estate protection panel to be 
sponsored by the Philadelphia C.L.U., 
April 17. 


Equitable Columbus Dinner 
Equitable Society gave a dinner at 
Columbus Saturday night, attended by 


about 125 persons, representing the 
companys agencies in central Ohio. ° 
Agency Manager George J. Wood- 


ward was in charge and the principal 
speaker was vice-president John H. 
Mueller. 
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Policy Contracts Liberalized 


Recent Fidelity changes offer broader 

coverage, lower term and accidental death benefit 

rates, and $10.00 a month disability 

on all permanent plans. Redesigned policy forms 
contain a new provision defining classes of 
beneficiary, thus simplifying the preparation 
of designation forms. Added also is 
the new change-of-plan provision. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
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LIFE MANAGERS 


Owning Life Insurance Helps 
Employes to Get Promotion 


J. M. Long, owner and operator of 
a chain of stores throughout California, 
talked to San Francisco General Agents 
& Managers Assn. on incentive as a 
stimulant to sales development. He out- 
lined plans along that line used in the 
operation of his stores. 

A strong advocate of life insurance 
(he carries in excess of $250,000 which 
started when he purchased his first 
$1,000 shortly after leaving college), 
he said ownership of life insurance by 
a store employe seeking an executive 
position is a big favorable factor. He 
reported one instance where an em- 
ploye seeking promotion when _inter- 
viewed revealed that he had no life in- 
surance and didn’t intend to purchase 
any. The applicant was rejected. “He 
is still wondering why he did not get 
the promotion,” Mr. Long said. 

Mr. Long said the word “insurance” 
has been grossly misused by politicians, 
citing especially the so-called “unem- 
ployment insurance.” 

The association will hold its annual 
“playday” at Mt. Diablo Country Club 
June 10. This year wives will be invited 
to the banquet and brief business ses- 
sion in the evening. 


Townsend Talks on Mistakes 


Oliver M. Townsend, general counsel 
of Continental Assurance, will discuss 
“Avoidable Mistakes” before the dinner 
meeting of Milwaukee managers March 
28. He will describe actual cases which 
have come across his desk where finan- 
cial distress occurred because there 
were errors in agreements, beneficiary 
settlements, ownership and other factors 
in the original writing of life insurance. 


Portland Cashiers Elect 


Officers elected by Life Agency Cash- 
iers Assn. of Portland, Ore., are Ken- 
neth Jensen, Mutual Life, president; 
Margaret DeFretias, Prudential, vice- 
president; Lavina Dean, Loyal Protec- 
tive Life, secretary, and Leona Arron- 
son, Equitable of Iowa, treasurer. 


Time Control L. A. Topic 


“Time Control” was the topic of Life 
Supervisors Assn. of Los Angeles, with 
three members participating in a panel 
discussion. 

Don Withrow, Walter G. Gastil agency 
of Connecticut General; Jack Boone, 
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The Melzar C. Jones agency of Con- 
necticut Mutual at Los Angeles has 
moved into larger quarters in the Tish- 
man building on Wilshire boulevard in 
line with the trend among insurance 
offices there to get out of the downtown 
congested area. 
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ILLINOIS 


CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 























Harry S. Tressel & Associates 
Certified Public Accountants 
10 S. La Salle St Chicge 3, Ilnele 
Telephone FRankdia 2-4620 
Wm. H. Gillette, ©.P.A. 


joseovitch, A.S.A. W. P. Kel 
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INDIANA & NEBRASKA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 























NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


‘ST. LOUIS KANSAS CITY 











Jack White ordinary office of Prudential, 








and James Glessner, Frederick A. Schnell 
agency Penn Mutual, told of the policy 
and practices of their agencies. 











NEW YORK 








First U. S. Life Winner 


The Dascit agency of United States 
Life at New York City was the first 
recipient of the new company presi- 
dent’s plaque awarded for agency ex- 
cellence for 1951. The Brainard & Black 





Consulting Actuaries 
Auditors and Accountants 


Weolfe, Corcoran & Linder 
11@ John Street, New York, N. Y. 








agency at Honolulu was second. 











Hurst, East Prudential Aces 


The Hurst district office for Pruden- 
tial at Los Angeles led all company dis- 
tricts in production for 1951. Holly- 
wood, Cal., was second, and Jersey City 
third. R. J. East of Detroit led all 
district agents. 





The Allen L. Dickey agency of Great- 
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FRANK M. SPEAKMAN ee 
CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 
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West Life at Beverly Hills, had its 
fourth million-dollar month since the 


agency opened less than four years ago. VIRGINIA & GEORGIA 


For the first two months of 1952 the 
agency is $487,382 ahead and is in 
fourth position among all Great-West 
Life agencies. 


Kenneth R. Campbell has been 
appointed supervisor for the Harold W. 
Dougher agency of State Mutual at Los 








BOWLES, ANDREWS & 
TOWNE 
Consulting Actuaries 
Employee Benefit Plans 
RICHMOND ® ATLANTA 
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Baltimore-Washington Sales 
Congress Speakers Named 


WASHINGTON — Speakers for the 
Baltimore - Washington sales congress 
to be held at the Shoreham Hotel, 
Washington, April 17 will be A. R. 
Jaqua, director of the Southern Meth- 
odist course, “Programs As _ Buyers 
Like Them”; Owen Whitman Eames, 
Northwestern Mutual, Boston, ‘“Per- 
suasion is Our Business”; Daniel P. 
Cahill, director of field training of Mu- 
tual Life, “Self Organization for As- 
sured Success”; Paul W. Cook, general 
agent Mutual Benefit Life, Chicago, 
“Business Insurance—Top Market in 
1952”; and Stanley C. Collins, Metro- 
politan Life, Buffalo, “Enduring 
Achievement.” 


Caravan Sales Congress 
at Eau Claire, Wis., April 7 


EAU CLAIRE, WIS. — The flying 
caravan of Wisconsin Assn. of Life 
Underwriters and four local associations 
jointly are sponsoring the western Wis- 
consin sales conference here April 4. 
Participating are the Chippewa Valley, 
Central Wisconsin, Wisconsin Valley 
and Western Wisconsin Assns. 

Gordon Fleming, Washington WNa- 
tional, president of the host Chippewa 
Valley group, will preside at the morn- 
ing session, when Don Ross, _ mer- 
chandising manager of Successful Farm- 
ing magazine, will talk on “Selling 
America’s Biggest Business Man—the 
Farmer.” Sy Manix, Old Line Life, 
past president, will be toastmaster at 
the luncheon, the program for which is 
being arranged by Charles Tomlinson, 
Bankers Life, Madison, state president. 
He will be accompanied by E. C. Eber- 
sol, Lincoln National, Milwaukee, state 
administrative vice-president; Edward 
C. Schroder, New York Life, Appleton, 
state vice-president and chairman of the 
caravan committee, and other state of- 
ficers. 

T. J. Litsheim, North American Life 
& Casualty, will be chairman of the 
afternoon session. Newell C. Day, Equi- 
table of Iowa, Davenport, will speak 
on “A Blueprint for Happiness,” and 
Harold Van Every, Bankers Life, will 
discuss “Sales Analysis from a Prac- 
tical Standpoint.” 

The state association this year is spon- 
soring regional sales conferences with 
local groups to permit a caravan of 
officers to meet with a number of local 
and regional associations at one time. 
This will permit contacting officers and 
members of every local organization, 
while saving considerable time and 
travel for the state officers who will 
not be required to visit each association 
separately . 


Boston Sales Congress 


The 30th annual sales congress of 
Boston Assn. of Life Underwriters had 
the following speakers: Will E. Gehman, 
New England Mutual, Philadelphia; 
James E. Rutherford, vice-president 
Prudential; Dr. H. W. Dingman, vice- 
president Continental Assurance; Arch 
- Booth, executive vice-president of 
U. S. Chamber of Commerce, and 
Charles E. Cleeton, general agent for 
ccidental, Los Angeles, president of 
National Assn. of Life Underwriters. 


Connecticut Sales Congress 


Stanley C. Collins, Metropolitan Life, 
Buffalo, N. Y.; Winston Emerick, New 
England Mutual, Johnstown, Pa., and 
Robert C. Gilmore, Jr., Mutual Benefit 
Life, Bridgeport, Conn., will address the 
annual sales congress of the Con- 
necticut Assn. of Life Underwriters at 
ew Haven, April 2. Ali are trustees 
of the National association. 


Decatur Congress Program 


Speakers at the sales congress of the 
Decatur Assn. of Life Underwriters on 





YIM 


April 19 will include Hal L. Nutt, di- 
rector of the marketing institute at 
Purdue University, Frank Bettger, life 
insurance agent and author of “How 
I ‘Raised Myself from Failure to Suc- 
cess in Selling”; Harry Woods, profes- 
sor of management at Washington Uni- 
versity, and Charles L. Pate, division 
supervisor for Metropolitan Life in the 
Chicago office. 


“U.S. One-third Socialized”: 
Grant at Phoenix Meeting 


The United States is already one- 
third socialized, Wialliam T. Grant, 
founder and chairman Business Men’s 
Assurance, declared at a meeting of the 
Phoenix Assn. of Life Underwriters. 
Mr. Grant based his statement on the 
observation that the budget requested 
by President Truman is equal to one- 
third the national income. He cau- 
tioned that this sum will be spent by 


a relatively few men in Washington. 

It was pointed out that insurance 
agents, due to daily contacts with people 
from all walks of life, were in an excel- 
lent position to combat the socialistic 
trend, and Mr. Grant encouraged them 
to take advantage of their opportunity. 


Cincinnati Lists April 18 
Sales Congress Speakers 


E. J. Moorhead, executive  vice- 
president United States Life, and Wil- 











He defended us from the lightning 


Tuis coup have been a sad story. Instead it’s one of 
America’s happy stories. It turned out that way because 
of something in the man named Charles Steinmetz and the 


country he picked to work in. 


Charles couldn’t run and jump like other youngsters. But 
when he got old enough to hobble to school, he made a 
pleasant discovery. His mind could run and jump. He 
sprinted through all the math and science and engineering 
they could set up for him. After hours he dabbled in a 
new field that nobody expected to amount to much— 
something called electricity. Eventually, as many bright 
and eager spirits did, he came to America to look for a job. 


It wasn’t easy at first. People would see his disappointing 
body and say they’d let him know if something came up. 
But one day he found a man who let him talk. People 

who remember Charles Steinmetz say that when he talked 
about the subject he loved, he grew tall and beautiful 
right before your eyes. It wasn’t long before a great electric 
company heard about him. They turned him loose in a 


good laboratory and threw problems at 
him. The answers he came up with 
helped to remake American 

life and industry. 


You need long words to describe what Steinmetz did. He 
was a scientist’s scientist. You might say he pinned 
electricity down on a table, fired questions at it, cut it up, 


found out what made it tick, and set down the rules for 


making it behave. Since then, anybody who has done 
anything useful with electricity has worked with tools 
that Charles Steinmetz made for us. 


To many people of his day, he was above all the man who 
defeated lightning. Lightning had always done terrible 
damage to power lines. It paralyzed factories, plunged 
cities into darkness, then ran away before it could be 
studied. Steinmetz made lightning in his laboratory, looked 
it in the eye, and tamed it. 


But there is another kind of lightning he taught us how to 
face. It is the lightning of the crushing handicap, the 
personal misfortune, the blinding stroke of bad luck. We 
know how to meet these a little better now, because 
there once lived a man with a dwarf’s body and the 
cheerful courage of a giant. 
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D. W. (DAVE) CUNNINGHAM 


Dave Cunningham has the longest 
record of high persistency on large 
volume in ANICO history. Starting in 
Houston during the depression, he has 
built one of the top renewal and first 
year incomes and has twice held the 
highest honor club offices. Aside from 
professional success, Mr. Cunningham 
is a community leader . . . being one 
of the moving forces in the famed calf 
scramble of the great Houston Fat 
Stock Show that builds futures for 
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; liam A. Blees, vice-president Avco Man- 
ufacturing Corp., Cincinnati, will speak at 
the tri-state sales congress, April 18, 
sponsored by Cincinnati Assn. of Life 
Underwriters. 

Kenneth R. Bentley, Northwestern 
Mutual, Danville, Ill., will talk on “How 
and Why I Run a Million-Dollar Busi- 
ness,” and Thomas B. Rosser, Metropoli- 
tan Life, Dyersburg, Tenn., “I Like 
3eing a Combination Agent.” G. W. Is- 

| grig, manager Reliance Life, is arrange- 

| ments chairman. 


St. Louis—Life insurance is a rough 

business and there are lots of different 
methods to attain success in the business 
but fundamentally the formula is always 
the same, “willingness to pay the price 
in hard work,’ Edwin R. Brock, Penn 
Mutual, Des Moines, declared in his talk 
on “Opportunities Unlimited.” He said 
the successful agent has to be many 
| characters boiled into one, but stressed 
the importance of proper mental atti- 
; tude or state of mind. 
Kokomo, Ind.—Cecil E. Harrison, staff 
| manager of Prudential at Frankfort, 
| Ind., spoke on “The Professional Aspects 
| of a Life Underwriter.” 

Utica, N. ¥.—William E. Walsh, vice- 
president in charge of underwriting of 
Equitable Society, spoke at the March 
meeting. 

Elmira, N. ¥.—Herman Ferrell, assist- 
ant manager at Elmira of the_ social 
security board, spoke on benefits under 
the new social security law. 

Pittsburzh—John L. Sutton, Guardian 
Life, Oneida, N. Y., spoke Thursday, giv- 
ing some of his experiences that formed 
the basis for the film, “For Some Must 
Watch,” in which he was the leading 
man. 

Toledo, 0.—William B. Hoyer, general 
agent John Hancock, Columbus, 0O., 
spoke on “The Magic Circle.” 

Charleston, S. C.—Victor K. Miller, 
general agent for Connecticut Mutual 
Life at Columbus, O., discussed life in- 
surance as a good property. The sales 

















congress has been set for May 23. 

Syracuse—Charles J. O’Connell, field 
secretary of New York Life, spoke on 
“Sales Opportunities Through Social Se- 
eurity.” 

Columbus, O.—James C. McFarland, 
Cincinnati general agent of Ohio State 
Life, spoke on “Simple Programming.” 

Cedar Rapids, Ia.—Oliver M. Townsend, 
counsel for Continental Assurance, spoke 
on “Legal Aspects of Business Life In- 


surance.” 


A large delegation of the company’s 
Iowa and Nebraska general agents made 
a trip to Cedar Rapids for a round table 
discussion following Mr. Townsend’s 
talk. 

Madison, Wis.—Fred G. Kimball, asso- 
ciate director of the Purdue course, 
spoke at the March luncheon meeting. 





“agency 


Philadelphia—Norman T. Carson, 
vice-president Security Mutual 
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MORE TO OFFER! 


Déscouer, for yourself, the many extra benefits 
offered in all forms of The Maccabees insur- 
ance programs. All types of life protection, 
including juvenile, are available as well as 
liberal hospital-medical and surgical plans. 


Compare these programs and their many 


plus features with any other on the market. 
You will find great financial and personal 
satisfaction in representing one of America’s 


foremost Fraternal Benefit Societies. 


Write today, for 
complete information. 
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Life, will talk on “Let’s Get Back ty 
Brass Tacks Selling’ at the April 
meeting. 

Great Bend, Kan.—Mrs. Minna Hens. 
ley, Franklin Life, Salina, chairman o¢ 
the Women’s Quarter Million Dolla, 
Round Table, addressed the Central Kan. 
sas association. Wives of members were 
guests and were presented corsages by 
the association. 

Springfield, 111.—Guest speaker at the 
March meeting was Gilbert A. Dieh), 
Business Men’s Assurance, Milwaukee, on 
“Planning Your Work and Working 
Your Plan.” 


Quincey, Il.—Scheduled to speak at the 
April 10 meeting is Kenneth Keil, pregj. 
dent of the Illinois association. Gueg 
speaker at the March meeting was 
Charles H. Merideth, vice-president of 
Quincy Industrial Assn., on “Your Money 
Is What You Make It.” 

Logansport, Ind.—Russell Keith, Pery 
attorney, spoke on “Estate Planning? 
He stressed the need of cooperation be 
tween competent life men and attorneys 
in planning estates. He said if they 
would spend two days in planning ip. 
stead of two hours, the result would be 
more advantageous for their clients. 














N. W. Mutual Agents Assn. 
Meeting Set for July 21-23 


The annual meeting of Assn. of 
Northwestern Mutual Life will be held 
at Milwaukee July 21-23. Royall R. 
Brown, Winston-Salem, N. C., is presi- 
dent. Plans for the program are being 
developed by the standing committee 
of the association with Julian D. Walter, 
Chattanooga, Tenn., as chairman, 


State Farm Companies Hold 
Successful Chicago Meeting 


There were 750 agents from all over 
the land attending the three-dav session 
of the 1951 leaders club of the State 
Farm companies at the Edgewater 
Beach hotel in Chicago. The leading 
life producers were introduced by M.G. 
Fuller, president of the life company. 
Other introductions were made by A. 
W. Tompkins, agency vice-president; 
T. J. Kiesselbach, regional director; 
Henry Keller, Jr., director of agency 
training and education; Chris E. Harp- 
ster, supervisor of agency training and 
education, and T. C. Morrill, director of 
research. 

The second day was devoted to sight- 
seeing and the banquet that evening was 
addressed by Cecil Brown, radio com- 
mentator. 

Activities on the third day were fea- 
tured by a managerial panel on “Why 
Career Men,” staffed by the follow- 
ing: D. M. Paul, Washington, D. C.; 
W. E. D. Moore, Oak Park, IIl.; E. W. 
Holm, Mason City, Ia., and E. A. Me- 
Laughlin, Belleville, Ill. A number of 
local agents spoke in the course of the 
meeting. 


Prudential President’s Club 
Holds First Meet for 600 


The first President’s Club meeting for 
600 leading Prudential producers from 
eight eastern and southern districts will 
convene at Palm Beach, Fla., March 31 
to April 2. 

Speakers will include President Carrol 
M. Shanks, Vice-president James =. 
Rutherford, 2nd Vice-president Ardell 
T. Everett, and 2nd Vice-president and 
Associate Actuary Harold | Dow. 
The agents will also participate in 4 
series of talks, round-table discussions, 
panels, and skits on salesmanship. 


Guardian Meet at Houston 


Leading producers, managers and su- 
pervisors from 27 Guardian Life west- 
ern agencies attended a three-day meet 
ing at Houston, the first of two sched- 
uled regional meets. Business meetings 
and several social and recreational 
events were included in the program. 








March 


—————— 
— 


—_— 


HOLD 
Tell 
Thre 


That 
use yol 
head to 
plicable 
prospec 
keeps t 
tact be 
facture! 

Statir 
purpose 
intervie 
the act 
face-to- 
that me 
techniq: 
real sal 

The 
prospec 
positive 
convey 
jectir 
through 
pleasan: 
the age: 
At the 
mand o 
a cours 
of pap 
telepho: 


Outline 


The | 
followin 
identify 
or imp! 
and ask 


John 
least te 
is, if I 
peat it 
answer 
whole 1 


Back c 
Luth 





: 


CU Ss ==> ww 


. 


zs°0 





*233,989 n 
is a Luth 
There is 
our sales 
local area. 
see deci 
letter to ¢ 


This . 


LUTH 


LEGAL RES! 


I 
608 Second 
es 








Back ty 
April 4 


1a Hens. 
irman of 
1 Dollar 
ral Kan. 
ers were 
sages by 


r at the 
\. Dieh), 
LukKee, on 
W orking 


ik at the 
il, presi. 
1. Guest 
nS was 
ident of 
ir Money 


th, Pery 
anning,” 
ition be 
ittorneys 
if they 
ning in- 
vould be 
ients. 











ssn. of 
be held 
yyall R 
is presi- 
‘e being 
mmittee 
Walter, 
n. 


; Hold 
>eting 


all over 
- session 
ie State 
gewater 
leading 
y M.G. 
om pany, 
» by A. 
‘esident; 
lirector; 
agency 
. Harp- 
ing and 
ector of 


o sight- 
ing was 
io com- 


fe in a 
ussions, 
ip. 


ston 


and su- 
e west- 
y meet- 
- sched- 
leetings 
eational 
‘ram. 





March 28, 1952 


LIFE INSURANCE EDITION 





19 








SALES IDEAS OF THE WEEK 





—— 


HOLD THE PHONE 





Tells How to Get Prospect’s Number 
Through Pleasant Manner, Tone 


That standard gem of advice, “Why 
use your feet when you can use your 
head to just as good advantage?”, is ap- 
plicable to the telephone as an insurance 
prospecting aid, provided the agent 
keeps the true object of telephone con- 
tact before him, according to Manu- 
jacturers Life “News Letter.” 

Stating that, sales-wise, the cardinal 
purpose of the telephone is to get an 
interview, News Letter points out that 
the actual selling effort is a job for 
face-to-face contact and discussion, and 
that no amount of expert telephone 
technique can be substituted for the 
real sale. 

The first requisites for telephone 
prospecting are a pleasant, dignified, and 
positive manner reflected in words that 
convey the agent’s message, while pro- 
jecting his personality favorably 
through tone, the publication states. A 
pleasant, positive technique will help 
the agent steer the conversation his way. 
At the same time, he can maintain com- 
mand of the conversation by following 
a course previously charted on a slip 
of paper which he holds beside the 
telephone. 


Outline Steps in Conversation 


The conversation is divided into the 
following general degrees: greet and 
identify; state purpose of the call; ask 
or imply permission to ask questions, 
and ask for an appointment and persist 
in asking after answering each objec- 
tion. News Letter also outlines a work- 


able scheme for skirting the hostile 
receptionist: 

John Agent: “Is Mr. Prospect there, 
please?” 

Receptionist: “Who is calling, 
please?” 


John Agent: “Mr. Agent.” 

Receptionist: “What Mr. Agent?” 

John Agent: “John Agent.” 

Receptionist: “What do you want to 
talk to Mr. Prospect about?” 

John Agent: “Oh, I just want to talk 
to him directly, is he there?” 

Receptionist: “Yes, but I’ll have to 
know what the call is about.” 

John Agent: “I don’t mind in the 
least telling you about it, but the fact 
is, if I tell you my story and you re- 
peat it to him, and he gives you his 
answer and you repeat it to me, the 
whole transaction is going to lose a 
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Mr. Melvin Mathison a member of the 
Mikkelson Agency of Fergus Falls, Minn. 
A new man with Lutheran Brotherhood in 
1950. During 1951, he had well over one- 
half million dollars in 
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paid for. This Society is 
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lot more time for the three of us, than if 
you put me through to him right now.” 

Receptionist: “But I must know.” 

John Agent: “See here, young lady, 
I have answered all of your questions I 
intend to. Kindly connect me with Mr. 
Prospect without further delay. 

Since most receptionists will not go 
to such lengths, and will probably be 
intimidated after the first one or two 
questions are answered assuredly, this 
method is described as sure-fire. 


Long-Distance Calls Pay Off 


The publication also points to a com- 
pany agent who found a successful tech- 
nique through long-distance telephon- 
ing. According to the agent, most long- 
distance calls imply an urgency, and 
hence, always receive greater attention 
from the prospect. Costs are declared 
negligible, since the telephone calls will 
invariably pay for themselves in inter- 
views, and sales. 

In referring to the telephone as an 
excellent professional device, it is em- 
phasized that, with previous prepara- 
tion, there is no time lost parrying for 
an opening in the personal interview. 
This is especially true of evening calls 
where, without previous preparation, the 
discussion can develop into all manner 
of topics. The agent is also urged to 
prepare his call, thus avoiding a lengthy 
conversation that could disrupt the 
schedule of any prospect, especially a 
professional man. 

Using the telephone as an “instru- 
ment of inexpensive advertising,” agents 
can keep their name before their pros- 
pects by confirming an appointment; to 
remind the prospect of his insurance 
birthday; to remind a policyholder of 
due dates on his premiums; to report to 
a center of influence, and to inform cli- 
ents of any legal or administrative 
changes affecting their policies. 

The Forshay branch for Manufactur- 
ers Life at Lansing, Mich., reports that 
about 40% of the prospecting telephone 
calls made from that office result in in- 
terviews. Representatives there, it is 
pointed out, devote a specific part of 
each day for telephoning. Numbers are 
dialed from local credit lists, and as a 
follow-up to mailers. 


Dryer Explains Technique 


Grant M. Dryer of the Zern agency 
for Northwestern National Life at Min- 
neapolis, has also perfected a telephone 
prospecting technique which, he _ says, 
has paid him handsomely. Mr. Dryer 
advises agents to plan and write their 
telephone approach as though they were 
going on a national radio hook-up. Be- 
cause the listener’s ear must become 
attuned to a strange voice, the agent 
should speak carefully in a_ sincere, 
pleasant, and confident manner. Mr. 
Dryer also encourages agents to be 


Co 


STANDARD LIFE INSURANCE CO. of IND. 


INDIANA 


INDIANAPOLIS 


. , Spring Fever. 


frank about themselves and their busi- 
ness, and like News Letter, he tells 
them to have a pad and pencil handy 
for notes during the call. He empha- 
sizes the disadvantages of being drawn 
into an argument, declaring that the 
agent should always keep his first ob- 
jective, making an appointment, before 
him. 

Mr. Dryer would arouse the anticipa- 
tion of the prospect by mentioning a 
tax idea, a special plan, or a valuable 


booklet in the course of his conversa- 
tion. He also urges the agent to be 
low pressure on the telephone, thus sav- 
ing his energies for the interview. Final- 
ly, he recommends criticism of the tele- 
phone approach by agent’s wife or a 
friend. 








Guaranty Union Life is the latest 
company to join American Life Con- 
vention. 








provide unexcelled service. 


conditions in the present. 
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e curity ...for you and your family can best be guaranteed 


through life insurance, a vital part of our Free Enterprise System. 


ervice...with security is yours, as a valued Policyholder of 
Southland Life. Over 700,000 policyholders now own over 
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AvtOgtess..of Southland Life will be measured by more than 
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The Loewenheim agency of 
Life in New York City had as speaker 


at its agency meeting Harold N. Sloane, 





Home 


general agent of Continental Assurance 


in New York City. Mr. Sloane talked 
on the fundamentals of business in- 
surance. 
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GUARDIAN 





New paid_business— 


RT o.oo a Hens 
1950 


1951 


$79,379,000 
$106,548,000 


$116,026,000 


Insurance in force— 
( On December 31st ) 





1949 ...... 
1950 .... 


1951 





. . . $832,147,000 
$898,831,000 
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Bankers, Ia., Names Elstner, 
Pittman in A. & H. Dept. 


Bankers Life of Iowa has named 
Joseph Elstner A. & H. training assist- 
ant, and Malcolm Pittman to the 
A. & H. policy department. 

Mr. Elstner entered the business with 
the McGee general agency at Kansas 
City in 1947. The following year, he 
joined Travelers there as a field as- 
sistant. In 1950, he was appointed man- 
ager of the disability department of the 
Strauss agency, also at Kansas City. 
Mr. Pittman has been in the business 
since joining Business Men’s Assurance 
at Kansas City in 1946. He was super- 
visor of the policy issue section there 
for two years, and home office under- 
writer for two years. 





New Austin, Tex., Officers 


Austin (Tex.) Assn. of A. & H. 
Underwriters has elected Jack Sucke, 
Continental Casualty, president; B. A. 
Laudermilk, American Hospital & Life, 
vice-president; Leslie A. Ginn, Business- 
men’s Assurance, vice-president and 
chairman of the executive committee. 

E Cox, manager of the = & H. 
department of Alamo Casualty, San An- 
tonio, said the field for A. & H. sales 
is rapidly expanding because of the in- 
creased earnings of the average worker, 
due in part to inflation, the fact that the 
frequency of accidental injuries has been 
impressed upon people, and the rapid 
growth of industrialization in Texas, 
which has increased the number of 
workers in need of such protection. 





Survey Health Cover in Cal. 


California Chamber of Commerce 
has started a comprehensive survey to 
determine how many residents of Cali- 
fornia are covered by privately financed 
voluntary health insurance and what 
protection is afforded by the various 
types of programs. 

President Adrian J. 
nouncing the program 
Asa V. Call of Pacific 


Falk in an- 
said President 
Mutual Life, a 


with 
“INSURED 
SAVINGS" 


Prospects are easily inter- 
ested in this most unusual 
plan which pays from the 
first day if you are sick or 
hurt and, regardless of the 
number of claims, returns 
most or all of your money 
at retirement. 


PEAMUAAHCE 


THE Gio STATE LIFE 


COLUMBUS 15, OHIO 





of Agencies 


a 
former president of the state chamber, 
had_ been named a chairman of the 
committee in charge of this work. 

Survey questionnaires will be sent to 
all insurance companies, hospital and 
medical service organizations and fra. 
ternal organizations that offer prepaid 
medical insurance in California. 


Mutual Life Introduces 
Disability, Accident Plans 


Mutual Life is launching on April 1 
new A. & H. plans. The company is 
issuing two types of policies at the out- 





set. The one policy, available to those 
working on earned income, provides 
monthly income in the event of dis. 


ability from accident or sickness, plus 
hospitalization, surgical, medical care 
and nursing service and cash benefit for 
loss of life, limb or sight due to acci- 
dent. This disability expense policy is 
the schedule type contract. 

The second policy is available wheth- 
er or not the applicant has an earned 
income and provides for accidental bod- 
ily injury expenses as well as for lump 
sum loss of life, limb or sight. It is 
called an accident expense policy. 

On April 1 kick-off meetings are be- 
ing held in each of the company’s 99 
agencies. The company has issued a 
sheaf of sales promotion material for 
the agent. 

Discuss Cooperation Plans 

Wichita Assn. of A. & H. Under- 
writers at the March meeting last week 
discussed means of building better co- 
operation between the companies and 
hospitals and doctors. President C. C. 
Hammond of North American Life pre- 


sided. There were nearly 100 attend- 
ing. 

Bert A. Hedges, Kansas manager of 
Business Men’s Assurance, reviewed 


plans for the disability insurance sales 
course in progress this week at Wichita, 
sponsored by the Kansas association. 








B. B. Livergood to Leave 

B. B. Livergood, supervisor of the 
policy examination branch of the Illinois 
department is retiring April 1. He is 
planning to go into business at Decatur, 
Ill., as a consultant for insurance com- 
panies. He will be succeeded by Harold 
E. McCabe, assistant supervisor of the 
policy examinations. Mr. Livergood has 
been with the department since 1927. 

Mr. McCabe has been in the depart- 
ment for two years. 


Rural Mutual Agents Meet 


Agents of Rural Mutual Casualty, 
Rural Mutual Fire and Rural Security 
Life attended the annual sales meeting 
at Madison, Wis., with Curtis Hatch, 
president, in charge. Speakers were 
Prof. Robert I. Mehr, University of Illi- 
nois; Frank V. Wilcox, manager of 
Country Mutual Casualty, and I. 
Statz, fire prevention supervisor of the 
Wisconsin industrial commission. Lead- 
ing agents were given recognition at the 


RECORDS 


New paid business for Bankers Life 
of Towa through February totaled $30,- 
588,810, an increase of more than 46% 
over 1951. Ordinary sales for the first 
two months were up $3 million, and 
group sales increased $6.6 million over 
the previous _". © uicmeneial in force 
reached $1,325,331,5 
Life Records 

Paid ordinary business for February 
for State Mutual Life totaled $11,160,410, 
2 company record for the month. Paid 
business for the first two months was 
up 13.7% over 1951. 

New paid business for the first two 
months for Midland Mutual Life was up 
33% over the same period last year. 

Insurance in force for Boston Mutual 
Life has increased from $105,389,665 in 
February, 1942, to $213,302,408 for Feb- 








ruary of this year, a gain of 102%. 
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Condensed Statements 


FETNA LIFE AFFILIATED COMPANIES 


Hartford, Connecticut Morgan B. Brainard, President 


FINANCIAL CONDITION AS OF DECEMBER 31, 1951 








ZETNA LIFE INSURANCE COMPANY 
Etna Life Insurance Company Assets $1,975,357,742.27 
The premium income was $360,280,884, an Liabilities 1,824,051,316.55 
increase for the year of $43,332,037. Contingency reserve $55,500,000.00 
Total insurance in force at the end of the Capital 20,000,000.00 
pe uta neh ingeeten Surplus 75,806,425.72 $ 151,306,425.72 
Assets were $1,975,357,742, an increase for 
the year of $163,043,212. THE AATNA CASUALTY AND SURETY COMPANY 
: Assets $ 195,471,341.78 
The Cc \ ds Co Liabilities 139,885,850.14 
en Sa eo sesittie Contingency reserve $14,600,000.00 
The premium income was $106,715,732, an P 
increase of $16,189,688. Capital . _ 6,000,000.00 
Assets were $195,471,342, an increase of Surplus _34,985,49 1.64 $  55,585,491.64 
$18,653,672. 
7 THE AUTOMOBILE INSURANCE COMPANY 
The Automobile Insurance Company Assets $  85,982,770.79 
The premium income was $48,931,014, an Liabilities 54,668,299.80 
increase of $4,390,835. Contingency reserve $ 6,500,000.00 
Assets increased $5,086,317 to $85,982,771. Capital 5,000,000.00 
e Surplus 19,814,470.99 $ 31,314,470.99 
Hom Spats Fine Ce oo THE STANDARD FIRE INSURANCE COMPANY 
The premium income was $7,926,433, an in- 
crease of $602,672. Assets | $ 17,836,404.18 
Assets increased $1,918,496 to $17,836,404. Lamas 10,956,159.60 
Contingency reserve $ 1,200,000.00 
i Capital 1,000,000.00 
All Companies Surplus 4,680,244.58 $  6,880,244.58 
The total premium income during 1951 was 
$523,854,063. 
, : , P LIFE AND CASUALTY FIRE AND MARINE 
Paid to or for policyholders since organi- AINA LIFE INSURANCE COMPANY AUTOMOBILE INSURANCE COMPANY 
zation, $3,743,962,155. ATNA CASUALTY & SURETY COMPANY STANDARD FIRE INSURANCE COMPANY 








The Etna Life Affiliated Companies write practically every 
form of insurance and bonding protection 

















ODAY, as she had done at the beginning 

of every month for the past eight years, 
Dorothy Ellis sat at the old walnut secre- 
tary in her living room, arranged the mail 
in a neat stack at her left and proceeded 
with the recurrent task of paying her bills. 
She wrote the checks slowly and methodi- 
cally and double-checked her balance after 
each. The milk, the telephone, the gas and 
light were soon accounted for. 


Dorothy picked up the next bill and 
smiled. A dress for Sally. She had bought 
it for her daughter’s sixteenth birthday — 
a wondrous party dress that had made 
Sally feel terribly grown up and ever so 
proud. 

For a moment Dorothy Ellis thought 
back to the other bills she had paid for 
Sally in the past. A year or so ago they 
ran to things like bikes and dungarees .. . 
before that, to dolls and dancing lessons 
... and before that... 

Before that, it occurred to her, she didn’t 
pay the bills at all. That had always been 
Fred’s job. He would sit here at this same 


For a second 
she wondered what 
their lives might 
be like, if... 





old secretary and stack the mail at his lef 
and double-check the balance just as shy 
did now... : 


In fact, that’s exactly what he had beey 
doing that evening back in the thirtie 
when Tom Palmer stopped in at the housg 
to talk about their life insurance. Fred had 
made some remark about the never-ending 
burden of paying bills, and in the discus.) 
sion that followed Tom had said to he 
husband, “‘Be glad that you can pay them; 
Fred, because you have an income from 
your job to help you do it. But I’d feel g 
lot happier about you and Dorothy if she 
could be as sure of a steady income if 
she ever needed it.’”’ They had a long 
that night, and Fred took out some addix 
tional New York Life insurance as a result 
of it. i 


Yes, Dorothy thought, a great many 
letters and papers and documents of a 
kinds had been signed at this big waln 
secretary. But, as it turned out, nothing 
so important to her whole future—ang¢ 
Sally’s—had ever been done as the signing 
of that application that night .. . 


She looked again at the bill for Sally’s 
dress and wondered for a second what 
their lives might. be like, or where they’d 
be, or what they might have had in store} 
for them, if... } 

But then she decided that ‘‘ifs’’ never. 
got you anywhere, anyhow, and so she 
proceeded to make out the check to the 
dress shop—and then double-checked the: 
balance, just to make sure. 


NEW YORK LIFE INSURANCE COMPANY | 
51 Madison Avenue, New York 10, N. Y. : 


a 


ERE SOROS AL ag Sei SOS 





Naturally, names used in this story are fictitious. 


